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Dodge’s Millions 
Charley Duryea 
Teaching Safety 
Chinese Packards 
Saving Pennies 

-—seer 


By 
Chris Sinsabaugh 


_— belongs on the roster 
of millionth-car immortals, 
along with Ford, Chevrolet, 
Willys-Overland, Buick, Essex- 
ferraplane, Plymouth, Nash and 
a coos nine in all. 
error, the omission of 
ll in this list in the column 
st Saturday, and I hasten to 
ascribe the name on the honor 
roll. I’ve no excuse to offer—I 
fUDs\ just dumb, that's all. 


DODGE TURNED out its mil- 
ee car Dec. 12, 1923, nine 
years after the company was or- 
ganized, and on Nov. 18, 1927, 
‘four years later, the two-mil- 
lionth came rolling off the line. 
And on Aug. 11, 1934, the day 
when the previous column was 
published, Dodge’s car production 
had reached a total of 2,347,882 
units. At the same time Joe 
Burke was chuckling because 
the all-time production of his 
commercial vehicles had touched 
530,492. 

* od 

CELEBRATION last Monday 
of the golden wedding anniver- 
sary of the Duryeas opens the 
doors for the column to tell you 
more about the man who is gen- 
erally admitted to have built the 
first American automobile. As 
Walter Winchell himself might 
have said, I didn’t know that 
this same Charles 
has contributed more to the in- 
dustry than simply building an 
automobile. 
back through his past, I discover 
that he is the man who designed 
the U frame for the safety bi- 
cycle, which made it possible 
for women to ride, that being 
the time when even bloomers for 
women’s wear never had been 
thought of. 

And furthermore, this same 
Duryea, when he was building 
the Sylph bicycle for the women, 
had knee action, he says. That 
was 1889-1892. Knee action was 
attained by means of a vertical 
post with springs. But air tires 
killed it. And then Duryea set 
about perfecting a self-heal for 
the pneumatics. 

a * * 

BUT OVERLOOKED in the 
chronolgy of motoring is the 
fact that Duryea designed the 
spray carburetor. That was 
when only we had the mixing 
chamber. The Appersons were 
quick to see the advantages of 
the spray idea and combined it 
with their mixing chamber 
which made a real carburetor 
which gave control of engine 
speeds, which the mixing cham- 
ber alone did not do. So here’s 
something more to thank Dur- 
yea for. 

This same Duryea claims to 
have designed an airplane long 
before the Wrights came into 
the picture. He had the idea in 
1891-1894 but he couldn’t get any 
backing, so he turned to making 
the motor buggy, great-great 


(Continued on Page 18, Col. 3) 
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Dealers Tell How Code Works Plan Opens 


Constructive Cr Criticism 
Pointed at Enforcement 


Detroit, Aug. 17.—Practically every section of the 
country has been quick to respond to the invitation pub- 
lished in the Aug. 11 issue of Automotive Daily News for 
dealers to tell us what they think of the code and present 
code enforcement. Their replies are intensely interesting 
and give a cross section of just what motor car merchants 
think of operations under the code, and their ideas of 
what could be done to make for better enforcement. Fol- 
lowing are a few of the communications: 


Fisher Body 
Will Expend 
Three Million 


Detroit, Aug.17.— Ex- 
penditure of approximately 
$3,000,000 for new equip- 
ment, additional plant space 
and re-arrangement of all 
production facilties has 
been announced by the | 
Fisher Body division of en 
General Motors Corp. 
| The extensive program will in- 
| volve every Fisher Body plant 
| throughout the country with the | 
major investments centered in | 
| Cleveland, Detroit and Pontiac. 

An investment of $1,500,000 has 
already been made in new press 
equipment, including purchase 
of what is claimed to be the 
largest triple action presses ever | 
built. 

At Cleveland, 40,000 square feet | 
of manufacturing space will be 
added by an addition to the pres- 
ent Fisher plant, vastly increas- 
ing production facilities. 

Another $1,000,000 will be spent 
in re-arranging production fa- 
cilities of Fisher plants serving 
Chevrolet branch assembly units 
throughout the country. 





———— 
The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today 


1934 Make 1933 


1—320,228 Ferd 145,802— 
2—295,635 Chev. 252,788— 1 
8—173,908 Ply. 111,748— 3 
4— 53,101 Ddge. 37,830— 5 
5— 44,690 Pont. 46,768— 4 
6— 387,784 Olds. 19,232— 7 
7— 35,775 Hud. 18,799— 9 
8— 33,612 Buick 26,945— 6 
9— 24,947 Stude. 19,028— 8 
10— 14,190 Chrys. 13,965—10 
Total All Makes 
1,084,590 750,066 

See complete cumulative 
figures including July to 
date, pages 14-15 this issue. 
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By. M. H. BURY 

Bury & Holman Inc., Philadelphia 

We welcome the attitude you 
have taken in the Aug. 11 issue 
of Automotive Daily News 
wherein you ask dealers what 
they think of the code and pres- 
ent code enforcement. Frankly, 
we think the code as it applies 
to hours and wages is excellent. 
True, we have suffered some 
hardships in the matter of hours 
but have employed additional 
help to overcome this problem. 
Our wages, however, were equal 
to code requirements before the 
code was originally introduced. 

As to price fixing and the es- 
tablishment of maximum used 
car allowances, we as a repre- 
sentative dealer with high mer- 
8, Cel. 1) 


U.S. and Ford 
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May Act To 
Bury Hatchet 


By WILLIAM ULLMAN 


Washington, Aug. 17.—A 
possible end to the ineligibil- 


©—__-- 


Code or Chaos 


Automotive Daily News 
is gratified at the response 
from dealers throughout 
the country to its invita- 
tion to express their views 
on the dealer code and its 
enforcement. Many of the 
letters received to date are 
reprinted in this issue. 
ADN has not lost faith in 
the dealer code. It be- 
lieves that the continuance 
of the code and its value 
to dealers in the future, de- 
pends upon its effectiveness 
now. Your views may shed 
light on its weaknesses and 
suggest methods to improve 
its effectiveness, 

Questions upon’ which 
your viewpoints are so- 
licited are: “Are you satis- 
fied with code enforcement 
in your section? If not 
what is its greatest weak- 
ness? What would yor 
suggest to strengthen it?” 








Con Financing 


Wholesale Up 
In First Hal 


Washington, Aug. 17.—The vol- 
ume of wholesale automobile 
financing increased sharply dur- 
ing the first six months of this 
year as compared with the cor- 
responding period of 1933, it is 
revealed in reports to the Cen- 
sus Bureau by 282 identical or- 
ganizations. This year financing 
aggregated $547,626,676 against 
$238,138,619. Retail financing of 
new cars rose from $163,339,040 

(Continued on Page 2, Col. 3) 





ity of Ford Motor Co., prod-|~ 


ucts insofar as gavernment 
contracts are concerned was 
seen here this week. 

A check of the evidence avail- 
able, however, indicated there 
was little tangible basis upon 
which to hang such an expecta- 
tion. Yet, in spite of this, the 
view persisted that Ford would 
be back in the running before 
final bids are opened on Sept. 11, 
on the last of 6,020 cars, trucks 
and trailers to be purchased in 
connection with the army motor- 
ization program. 

Two factors in the assumption 
are the recent rejection by the 
department of justice of bids for 
a fleet of 200 scout cars and the 
belief that, except for a slip-up 
at the last moment, the recent 
peaceful overtures between the 
Detroit manufacturer and Hugh 
S. Johnson, recovery administra- 


| tor would have been climaxed 


by success. 

The official comment was con- 
fined to the enigmatic statement: 
“The whole situation is a big 
tangle. We are going to ignore 
all bids received. Then, in a 
month or so, we will start all 
over again and call for new bids.” 


Independents 


-New Era In 


|Motor World 


‘More Than a Thousand 
Now Operate Own 
Filling Stations 


By E. M. LUBECK 
Detroit, Aug. 17. — Evi- 
dence that automobile deal- 
ers are alert to the service 
and sales profit opportunities 
offered by the newer type of 


service and sales merchandising 
establishments, is shown in the 
reports coming from every sec- 
| tion of the country. 

These reports indicate that 
more than 1,000 dealers have al- 
| ready adopted this new order and 
| others are rapidly changing over. 
| Results for those already in line 
| have been profits from the sale 
of gasoline, oils, tires and ac- 
cessories plus the establishment 
|of a new and easy method for 
| keeping in contact with car 
owners. 

These new type _ dealerships 
vary in design from the small 
corner filling station to the more 
elaborate superservice and sales 
branches. Each type is dealer 
operated and designed with the 
sole purpose of projecting the 
dealer definitely into the local 
picture as a merchant of auto- 
mobiles, parts, accessories, tires, 
gasoline and oil. 

Complete equipment for mak- 
ing rapid repairs on all makes 
of cars, based on the flow of 
traffic and accessibility, inviting 
appearance and adequate display 
for new and used cars as well as 
service equipment, parts acces- 
sories and so forth are the chief 
6, Col. 1) 
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Seek Open 


Market On U.S. Purchases 


Chicago, Aug. 17.—\Investigation 
of a situation “which apparently 
closes the market to independents 
on maintenance materials pur- 
chased by certain governmental 
agencies for certain makes of 
cars,” has been undertaken by 
the Tennessee Automotive Job- 
bers’ Assn., it was announced to- 
day at headquarters of the Motor 
and Equipment Wholesalers’ 
Assn. 

Discussing this situation, B. W. 
Ruark, general manager of the 
MEWA, said that it was reported 
by members of the Tennessee 
group at their recent meeting 
near Knoxville. Ruark, who was 
in attendance at the sessions and 
delivered an address, made known 
that the group developed plans 
“to ascertain just what the situ- 
ation is and to assure a free and 
open market in the purchase by 
government agencies of such ma- 
terials,” since “the subject is of 
real importance to jobbers be- 


cause of the principle involved.” 

Members of the Tennessee 
group who turned in the report 
that caused the action declared 
they had been advised of the 
situation by persons connected 
with certain governmental agen- 
cies. 

Referring to buymanship as the 
team-mate of salesmanship, Ru- 
ark in his address advocated 
their proper correlation as being 
especially needed at present. He 
added: 

“A highly competitive condi- 
tion exists in the wholesale dis- 
tribution of automotive mer- 
chandise. Added to this is the 
competition of specialized types 
of retail outlets. In order to be 
able to operate with a reasonable 
expectancy of profit under such 
conditions, jobbers are _ giving 
more attention to the buyman- 
ship phase of their business as a 
foundation for their selling ef- 
forts.” 
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Automobile Chief Foresees Trade Gains In Future 


Van Der Zee Optimistic 
On Fall Trade Outlook 


Detroit, Aug. 17.—“In one re- 
spect the automobile industry 
has remained practically un- 
changed 
through the 
years,” says A. 
vanDerZee, gen- 
eral sales man- 
ager of Dodge 
Brothers Corpo- 
ration. 

The motor 
car business, as 
Mr. vanDerZee 
sees it, remains 
the barometer 
indicating the 
country’s pros- 
perity. “Every major change in 
the activites of leading indus- 
tries,” he said, “and every size- 
able shift in general employ- 
ment is soon reflected in the rate 
at which the public invests in 
new cars, and in the rate at 
which customers begin or cease 
to discriminate in favor of auto- 
mobile-price levels higher than 
those commonly called ‘lowest.’ 

“That fluctuations in the cus- 
tomers’ buying urge are felt 
most readily by makers and deal- 
ers of lowest-priced cars, is na- 
tural. In that respect the auto- 
mobile is no exception to other 
manufactured commodities. 
When a man earns but little, he 
has little to spend; when he has 
not much to spend, he buys that 
which fits his purse. As condi- 
tions improve and prospects for 
the future become more encour- 
aging, people are more apt to 
buy in accordance with their de- 
sires, standards of living, social 


A. vanDerZee 


position and similar consider- 
ations. 

“The fact that these things are 
so, gives a more significant 
meaning to the 1934 automobile 
registration figures in which 


Dodge continues to hold fourth 
place counting all makes and 
first place in its price range, 
with 50,588 registrations in the 
U. S. for the first six months as 
well as for July in eleven states 
for which official tabulations are 
available at this time. 

“We derive even great satis- 
faction from the circumstance | 


Motorists Only 


As Fast 


Washington, Aug. 17.— The 
charge that he is speed mad is 
one which the motorist answers 
every now and then with pre- 
cise figures which are, or should 
be, extremely disconcerting to 
his traducers. At the moment, 
the automobile owner can count- 
er the accusation with the dis- 
arming truth that, in the aver- 
age case, he is content with an 
open road speed of 41.2 miles an 
hour. 

For this evidence of his own 
performance, the motorists is in- 
debted to the State of Connecti- 
cut which has just completed a 
survey of average highway traf- 
fic speeds that brings the whole 
matter up to date. 

The information was adduced 
as the result of an inconspicuous 
six-months’ study during which 
45,000 vehicles were timed, not 
with the purpose of arresting 
law violators but with the idea 
of determining accurately just 
how fast the average motorist 
drives. The figure 41.2 miles an 
hour was the result. 

Interesting to many among 
the figures adduced by the sur- 
vey was that which showed the 
private vehicle operator to be 
something less than the fastest 
driver on the highway. This dis- 
tinction must be awarded to the 
bus driver whose average rate 
was revealed to be 43.1 miles 
per hour. 





that the 50,588 so far recorded 
1934 Dodge passenger car regis- 
trations are greater by 15,802 
than the registrations for the 
corresponding period of 1933. 


“Dodge dealers’ deliveries from 
Jan. 1 to Aug. 11, 1934 were 63,- 
594 Dodge passenger cars, 28,386 
Dodge commercial cars and 
trucks, and 66,285 Plymouths, a 
total of 158,247 retail deliveries, 
as against 101,567 sales made 
during the like period of 1933. 

“That the automobile business 
is little given to sudden basic 
changes is illustrated by the 
present tendency of car buying 
to swing again toward a seasonal 
cycle similar to that in which 
the month of April formerly fig- 
ured as selling peak. The upset 
of this cycle, in 1933, was marked 
in the case of Dodge dealers for 
whom a buying wave continued 
into the Fall. 

“While the 1934 peak of our 
own sales curve may be regard- 
ed as not definitely settled, it is 
clear that fluctuations appear 
due to external conditions — 
among them the drought—rather 
than variations in the public’s 
readiness to buy. 

“Another element which, in my 
opinion, augurs for continued 
good Summer and Fall business, 
is that few of the 1934 car pur- 
chases may be classed as ‘im- 
pulsive buying’ on one hand, or 
to ‘high-pressure’ selling on the 
other. Practically the same fac- | 
tors that induced car sales so far 
this year will come into play 
during the remaining months of 
1934. 

“The need for replacing some 
7,000,000 worn out automobiles 
with new ones becomes more 
acute. Sums spent by the govern- 
ment in construction and im- 
provement of highways will bear 
dividends in the form of in- 
creased travel, with consequent- 
ly increased employment in fac- 
tories, salesrooms, service sta- 
tions and other business places. 


“Automobile makers, dealers, 
|}salesmen and others connected 
| with the industry will prosper 


accordingly.” 








Half 
As Their Cars 


Moreover, on the basis of the 
Connecticut study, the truck 
driver and his employer are in a 
position to defend themselves 
against allegations of failing to 
consider the weight and char- 
acter of the commercial vehicle 
in choosing the speed at which 
it is driven. The average of 
truck speeds was shown to be 
34.2 miles per hour. 


Incidental phases of the inves- 
tigation throw more flattering 
light on the judgment of drivers 
than is customary. The downhill 
speeds of motorists were less 
than those on upgrades. 


State Forced to Make 
Added License Plates 


Columbus, Miss., Aug. 17. 
(UTPS).—There has been 
such a demand for automo- 
biles in Mississippi this year 
that the state tax commis- 
in a rush 


sion has put 
order for additional tags 
for 1934 although there are 
only four more months in 


the year. An order for 8,- 
000 plates has been placed 
as an emergency and with 
instructions ‘to lay aside 
production of 1935 tags. 





| orders for Ambassador 











Dodge-Plymouth |Nation’s Business Index 


Deliveries 
Last Six Months 


Detroit, Aug. 17.—Dodge deal- 
ers’ 1934 retail deliveries of pas- 
senger cars and trucks totaled 
158,247 units to Aug. 11, it is re- 
ported. 

The figure, which represents 
an increase of 56,680 sales over 
the corresponding period of 
1933, comprises 91,962 Dodge 
passenger cars and trucks and 
66,285 Plymouths. 

Sales reported by Dodge deal- 
ers for the week ending Aug. 11 
were 2,881 Dodge passenger cars 
and trucks and 2,624 Plymouths. 

The 5,505 deliveries made dur- 
ing the week were new cars. In 
addition 5,139 used cars and 
trucks were sold. Cars in deal- 
ers’ stocks and in transit are 
said to be equivalent to a nor- 
mal five-weeks’ demand. 

Dodge 1934 truck shipments of 
33,308 to Aug. 11, surpass the 
company’s truck shipments for 
the entire year 1933, in which 
33,284 trucks were shipped. 


Wholesale Car 
Financing Up 
For First Half 


(Continued from Page 1) 


in the first six months of 1933 to 
$291,407,501 during the first half 
of the current year. And used 
ear financing jumped to $135,- 
951,377 as compared with $93,- 
950,000. 

Figures for June of this year 
show an increase over last June, 
but are generally under those 
for May, 1934. The Wholesale 
total dropped to  $102,706,220 
from $123,691,003 in May. Last 
June, however, the total was but 
$56,937,616. 

The total number of cars 
financed during the first six 
months of this year was 1,156,- 
078, which compares with 766,753 
in the first half of 1933. 

New cars financed at retail 
were fewer in number this June 
as compared to May, but the 
amount was slightly higher; 
namely, $68,736,722 during June, 
$67,991,000 in May, 1934. The 
June, 1933, total was $43,004,313. 


As reported by the 282 financ- 
ing organizations, the number of 
new cars involved at retail for 
the first six months of this year 
was 527,103. For June of 1934, 
125,525 cars were financed, and 
in May, 122,155. The June, 1933, 
figure was 84,358. 

Used car volume rose from 
$93.950,486 in the first half of 
1933 to $135,951,377 during the 
corresponding period of the pres- 
ent year. Financing volume, 
however, ran somewhat higher 
in May, 1934, than in June of this 
year, when the total of $28,507,- 
961, was set. 








Nash and Lafayette 


Exports are Gaining 


Kenosha, Wis., Aug. 17.—As 
Nash and Lafayette cars roll off 
the production line, one in every 
eight is tagged for shipment to a 
foreign land. According to Har- 
old M. Salisbury, export sales- 
manager, sales abroad have in- 
creased to the point where nearly 
13 per cent of Nash and Lafay- 
ette production for the first half 


||| of this year has been absorbed 
| by foreign countries, 


Distributors and dealers abroad 
report the new Lafayette won 
immediate acceptance. 

That the foreign market is not 
confined to low priced cars was 
limou- 
sines, highest priced model in 
the Nash line, which exceeded 
sales for 1933 by more than 500 
per cent. 


Down; Drouth is Blamed 


Detroit, Aug. 17. Business 
nationally during July reflected 
the effects of the drouth and the 
many labor disorders of the sum- 
mer months, according to the 
monthly survey of the research 
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department of Brooke, Smith & 
French, Inc., national advertising 
agency, Detroit. 

The index for the month dipped 
down to 36 per cent below normal, 
as compared with 30 per cent 
below normal at the close of June 
and 31 per cent below normal at 
the end of July a year ago, it 
was reported. 

However, 34 of the 147 major 
U. S. markets studied monthly 
by these advertising agency 
market analysts registered im- 





Detroit, Aug. 17.— Motor car 
parts in coloyed cartons, one 
color for motor parts, another 


for transmission items another 
for chassis and so on down the 
list of the colors of the rainbow 
is the motor car manufacturers’ 
contribution to better business 
methods for the dealer. No, it’s 
not an attempt to sissify the 
parts business or put the business 
of selling parts on a five and ten 
cent store idea. It’s merely the 
modern way of selling packaged 
goods, just the same as the gro- 
cery store has abandoned the 
idea of selling crackers out of a 
barrel. 

Both Ford and Chevrolet are 
taking the lead in packaged 
parts. Some of the boxes are 
just one cubic inch in size. Some 
are large enough to hold a com- 
plete head lamp assembly. The 
colors of each of the boxes not 
only help the dealer to make at- 
tractive window or counter dis- 
plays, but aid in several other 
ways as well. One is that the 
packaged parts’ colors indicate 
the classification of the parts. 
The second, and one of the most 
important, is that the packaged 
parts in their various colors 
change the usual dingy and 
gloomy parts service stock room 
into an attractive display room. 


Ford’s list of packaged parts 
runs into the four-figure column. 
Chevrolet’s list is well over a 
| thousand. Both companies have 
started out with the thought that 
the fast moving parts should 
have the colored package wrap- 
pers. The service sales officials 
of both companies are working 
hard on getting everything that 
may be needed for an automobile 
in a lithographed carton of some 
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Makers Taking 
To Package Service Parts 


provement during July. Half of 
these were located in the south 
where rains, freedom from seri- 
ous labor difficulties and higher 
cotton prices evidently helped to 
maintain a good flow of business. 
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no change was 
noted and losses were sustained 
in 97 areas. 


In 16 markets, 


Markets in which the most 
noteworthy gains were made dur- 
ing the month included Albany, 
N. Y.; Allentown, Pa,; Atlanta, 
Ga.; Birmingham, Ala.; Charlotte, 
N. C.; Evansville, Ind.; Jackson, 


Miss.; Lansing, Mich.; Phoenix, 
Ariz.; Rochester, N. Y.; San An- 
tonio, Tex.; Scranton, Pa; 


Springfield, Mo., and Toledo, O. 


to Color 


sort. The dealers throughout the 
country favor the scheme because 
it facilitates the handling and 
shipping of parts and accessor- 
ies. It is possible that almost 
every needed service part will 
soon be cellophane wrapped and 
easily identified by its own spe- 
cial colored wrapper. 

The packaging of parts is not 
only a benefit to the dealer alone. 
The manufacturer is assured that 
all parts returned in unbroken 
packages will be resaleable. Both 
the manufacturer and the dealer 
will benefit by the fact that the 
contents of the package will be 
sold to the consumer and ac- 
cepted by him as guaranteed 
genuine parts. The purchaser 
will be assured that the parts 
will be in good condition. All 
parts that must be greased to 
prevent rust will be delivered to 
the purchaser without any risk 
that his clothing or the uphol- 
stery will be stained or soiled. 


In the Ford program, Ford 
artists have studied out the color 
schemes for the packages based 
on a color chart with identifying 
color combinations. Chevrolet, in 
addition, has identifying number 
combinations, 


U Up-to-Date 


We are pleased to note 
that future issues of the 
News will carry truck reg- 
istrations weekly. This is 
just one more evidence of 


the up-to-dateness of your 
publication. — A. R. Cos- 
grove, Commercial Car De- 
partment, Chevrolet Motor 
Co., Detroit. 
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Dealers State Views on Code and Enforcement 


Constructive Criticisms 


Offered In Many Letters 


(Continued from Page 1) 


chandising standards have suf- 
fered. Our sales at retail are 
beneath those of last year, as are 
our retail gross profits. In addi- 
tion to this, increased wages by 
virtue of other code requirements 
and increased general expenses 
such as the cost of code books, 
the amount of money we pay 
several times monthly for code 
enforcement, all coupled together 
have reduced net profits consid- 
erably. 


Meets Opposition 


In our locality an able code 
administrator has struggled to 
overcome insurmountable  diffi- 
culties; he has tried to be fair 
but has met with all kinds of 
opposition, both legal and other- 
wise. We are a_ corporation. 
Our books are audited once a 
month. The auditing is done in 
accordance with the standard 
practice of the Chrysler Corp., 
which brooks no _ irregularities 
such as might be used to cover 
up a code violation. Were there 
to be a code violation within this 
organization, our records would 
reveal it to any C. P. A. imme- 
diately. 

Other smaller dealers are not 
so fortunate, or unfortunate, as 
the case may be. They do busi- 
ness out of two trouser pockets, 
and their net financial statement 
at the end of any given month 
is computed on the basis of the 
increased cash on hand as of the 
end of one month over the end 
of the previous month. It is ex- 
tremely difficult to prove the 
guilt of these dealers, yet we can 
point to several of them in the 
Philadelphia area whose volume 
in units has increased two and 
three times over their volume 
prior to code introduction. To 
compete with them is impossible 
under existing conditions. 

Of course, the solution would 
be to have the factories join 
forces with the code administra- 
tors and agree to cancel out deal- 
ers whose methods of doing 
business are irregular. This, as 
we say, would be a solution in 
that it would elevate the busi- 
ness of merchandising automo- 
biles to the dignified level of the 
merchandising of other commod- 
ities. Its principal drawback, 
however, is that it would unques- 
tionably cut down demand and 
therefore production, which in 
turn would reduce employment. 


Worth of Car 


We make this statement be- 
cause we have talked to a large 
portion of the automobile buying 
public in Philadelphia who, if 
their car is in generally good 
condition, refused to let the gov- 
ernment or anybody else tell 
them what it is worth or how 


Kentuckian Would Give 
Officer Greater Power 


By E. C. WURTS, Wurts 

In your Aug. 11 issue you ask 
three questions. I will take them 
up in the order in which they are 
asked and give you my answers: 

Q. Is code enforcement in your 
section satisfactory? 

A. No. The majority of the 
dealers are for code enforcement, 
but have been unable to get any 
convictions. 

Q. If not, what is its greatest 
weakness? 


A. The ‘enforcement officer 


does not have any authority. A 





dealer chiseling on a deal will 
simply inform the purchaser that 
he does not have to talk when 
the investigator calls upon him, 
and you can not get concrete 
evidence with which to make 





much can be allowed for it. 

Proof of this condition lies in 
the fact that upon reducing our 
general allowances last year with 
the general allowances this year 
to a percentage basis on the 
original list price, we find that 
the general code book allowance 
ranges 10 or 12 per cent over 
allowances which we made last 
year and on which we were get- 
ting business. 

We have in Philadelphia a 
prominent fleet operator who 
trades his cars regularly at 12,000 
miles. He is elated because his 
figures reveal that he is getting 
more for his used cars this year 
than he could hope to get last 
year. The public is acutely con- 
scious of a set of code used car 
values. 

Goes Shopping 

A prospective purchaser with a 
car in exceedingly poor condi- 
tion keeps shopping, as he did 
before the code went into effect, 
until someone allows him the 
limit. 

The prospective purchaser with 
a car in good condition either 
will not trade it at the limit of 
allowance or will shop around 
until he finds someone willing to 
violate the code, and there are 
plenty of these latter dealers. 


We keep a daily record of the 
number of people who enter our 
showroom, which is in a promi- 
nent metropolitan automobile lo- 
cation. We find that our floor 
contacts are less than 50 per cent 
of the number of contacts during 
the same period a year ago, and 
we attribute this strictly to the 
fact that we let it be known 
early his year that we would not 
violate the code or consider any 
subterfuge which might be con- 
sidered a violation. 


Volume Low 


Resultantly, our volume of 
profitable business is alarmingly 
low and the large percentage of 
our total business is the type 
earlier enumerated wherein the 
used car is in such terrible con- 
dition as not to be anywhere 
near code book figures. Our ef- 
forts to secure this business at a 
lower figure have for the most 
part resulted in complete failure. 

Summing up, therefore, our 
general reaction to the code is 
decidedly unfavorable. Further- 
more, we do not believe that it 
will ever succeed without factory 
assistance, but also we are not 
advocating such assistance. We 
contend that the government 
should stick to the business of 
governing and leave commercial 
business to the millions of men 
throughout the country who have 
been successfully attending to 
their business for many genera- 
tions. 


Bros., Inc., Ashland, Ky. 
conviction. 


Q. What would you suggest to 
strengthen it? 

A. That the investigating offi- 
cer be made a federal officer 
with authority to take the pur- 
chaser of a new car where there 
is sufficient evidence in his judg- 
ment that a violation has been 
committed, and to bring that 
buyer before the prosecuting at- 
torney of the county in which the 
alleged violation was committed, 
and in such purchases make a 
sworn statement in regard to the 
sale in question. 

Then and only then I believe 
we will be able to bring the 
chiseling dealer to realize that 
we have a law against chiseling. 











You Write "Em, We Print ’Em 


Letters on this page represent the unexpurgated expressions 
of opinions by dealers on the functioning of the Motor Vehicle 
Retailing Code. It is not the purpose nor desire of Automotive 


Daily News to color or taint your opinions by additions or 


unnecessary deletions in editing. ADN Wants these letters 
to represent your thoughts as you express them but reserves 
the right to delete, for mutual protection, clauses or phrases 
which it feels may be construed as libelous or defamatory. 






































we'll print ’em. 


Anonymous letters will not be published. 


You write ’em, 





lowing: 
Enforcement Lax 


Potentially the code is 


since 
worked well nevertheless. 
enforcement is lax because 
lacks the force of national, state 


Code 


or local government law and is 
left too wide open in that only 
handle 


powerless local boards 


violations. 


The government or the dealer 
in conjunction with the 
government should reduce the 
red tape of enforcement and fol- 
low the records of repeated re- 


body 


ported violators. 


The National Dealers Assn. has 


the 
greatest boon to dealers in the 
history of motor car retailing. 
It has shortcomings which should 
have been beaten and eliminated 
and inserted at the time it was 
drafted, but given co-operation 
its sanction would have 


it 





Passive Attitude Must 
Go Pittsburgh Man Says 


By J. J. KILROY, Saupp-Kilroy, Inc., Pittsburgh 


With reference to your box on 
the front page of your paper in 
the issue of Aug. 11 calling for 
comment on the motor vehicle 
retailing code, I submit the fol- 


not sold the completed code to 
all dealers on the correct basis. 
Their bulletins have lacked regu- 
larity and force. The associa- 
tion is not leading dealers or 
displaying adequate vehemence 
in any department. The national 
association has not taken suffi- 
cient pains in showing the deal- 
ers all features of code activity 
and has left too much in the way 
of fee setting and enforcement 
to local boards. 


Active Work 
No automobile dealer body is 
actively fighting subtle influences 
against the code. Insufficient 
effort is being exerted to unite 
dealers. Summing up, it might 
be said that the code is slipping 
because no one is doing enough 
active work in connection with 
it. Forty thousand dealers could 
exert a tremendous influence if 
directed and shown an objective, 
but because they lack these 
forces they are letting slide the 
greatest benefit they could pos- 
sibly experience. A passive atti- 

tude is their undoing. 


Asks Dealer and Factory 
To Go Ahead in Harmony 


By H. C. HARRY, Griffin, Ga. 


In your Aug. 11 issue you asked 
the dealers what they thought of 
the code and also asked for sug- 
gestions as to how enforcement 
could be strengthened. 

While I am not a dealer, I 
have been connected with the 
industry for some time, at pres- 
ent being employed by a dealer 
in a town of approximately 10,000. 
Have had opportunity to observe 
business from both the manu- 
facturer’s and the dealer’s stand- 
point. It is therefore a little 
difficult for me to understand 
why the factories have not taken 
a more liberal view of the motor 
vehicle retailing code. Certainly 
it would be to their advantage 
in many ways if the code were 
rigidly enforced. 

Try to Serve 


The general public would soon 
begin to realize they are doing 
business with upright, honest 
men, who are trying to serve the 
community in a useful way, as 
it would tend to eliminate the 
fellows who come in, make a big 
splash and then disappear in the 
night, leaving unpaid accounts on 
the books of local merchants, 
and also a good deal of bitterness 
on the part of those who have 
purchased from them. 

It might be wise to call atten- 
tion to the fact that not all of 
this bitterness falls on the shoul- 
ders of the erstwhile dealers, but 
the factories come in for their 
share for having been party to 
such business. 

The retail branch of the indus- 
try has always suffered from the 
type of so-called salesmen which 
it has been able to attract. Some 
of these salesmen have earned, 
and justly so, a reputation for 
lying and crooked dealing, an 








attitude of “get the deal at any 
price.” I would not go so far as 
to say that the majority of sales- 
men adopt these methods, but 
the percentage has been large 
enough to educate the public to 
beware of all automobile sales- 
men. It is undoubtedly true that 
the dealer in the towns from 
10,000 to 20,000 population have 
been unable to attract men of 
intelligence with real selling 
ability. 

Certainly there is an abun- 
dance of men who are willing to 
try the selling end, but when they 
are placed on the sales force they 
find that proposition is every- 
thing but a selling job. Conse- 
quently they soon find them- 
selves trying to convince the boss 
that he should buy the customer’s 
car at a certain figure. Such 
figures usually mean a loss to 
the dealer and eventually more 
unpaid accounts and unemployed 
men. 


Attract Salesmen 

Doesn’t it stand to reason that 
if the code were properly en- 
forced, the industry would at- 
tract higher type salesmen who 
could go out and really do a 
selling job? Certainly this would 
be an advantage to the manu- 
facturer who is trying to build 
quality into his product. 

Quality or no quality the fac- 
tories are in bad shape without 
the goodwill of the buying public, 
and the only way for them to 
obtain and retain that goodwill 
is to have men of high standing 
contacting and doing business 
with the consumer. The code 
offers the solution to this prob- 
lem. 

Certain sections of the code 
guarantee to the workers the 





right to collective bargaining. 
The manufacturers have always, 
to a certain extent, stood to- 
gether on policies, while the 
dealer has been in the midst of a 
bad situation, which under the 
old method was steadily growing 
worse. He had to satisfy not 
only the customer, but there was 
the factory to contend with. 

Certainly they have been a lit- 
tle unreasonable in some of the 
policies which they have forced 
on the dealers in the past and 
should the code fail to function 
properly we can depend on these 
old abuses coming back in in- 
creased doses. 

By reason of the code organ- 
izations, dealers have banded to- 
gether for the common good, for 
the first time. They are in po- 
sition, if they will grasp the op- 
portunity, to talk to the factory 
officials with some force. 

These things may not be of 
interest to you, but I am sure 
that there are many men in the 
employ of the dealers who are 
interested in a square deal for 
their employers, because their 
future welfare depends on the 
success of the dealers. 

Just as surely as this is true, 
the future welfare of the fac- 
tories and their employes de- 
pends upon success of the deal- 
ers. When this is fully realized 
and the problem is_ properly 
tackled by those in authority, I 
am sure that we will have a most 
happy situation in this great 
business. 


Federal Aid 
Badly Needed 
In Paducah, Ky. 


By G. W. KATTERJOHN Jr. 
Broadway Motor Co. (Ford) 
Paducah, Ky. 


We noticed in your “Inquiring 
Reporter” column you ask that 
we dealer-subscribers write into 
you, answering questions as asked 
under this column, in your Aug. 
11 issue. 

Our answers are as follows: 
your first question, “Are you 
satisfied with Code enforcement 
in your section?” 

There is not and has not been 
enforcement of the code, in this 
section, consequently gross viola- 
tion is generally practiced. 

The greatest weakness of the 
code is the absolute lack of en- 
forcement locally and until jail 
sentences are imposed on habi- 
tual violaters no relief can be 
expected. 

Not until the agencies of Fed- 
eral Government take over the 
enforcement of our code will the 
violaters realize that there is 
such a thing as a code to abide 


by. 
The functioning of our local 
code has practically collapsed 


and now it is a “catch-as-catch- 
can, free-for-all” with everybody 
still displaying the Blue Eagle 
of the Motor Vehicle retailing 
trade. 


Hudson Executives Are 


Holding “‘Dealer Forums” 


Detroit, Aug. 17.—Hudson Mo- 
tor Car Co. executives will go to 
New England this week for four 
“dealer forums,” a part of the 
series of meetings being held in 
distributing centers throughout 
the country in the wake of the 
Hudson company’s nation-wide 
challenge program. 

Cc. G. Abbott, general sales 
manager, and G. H. Pratt, as- 
sistant sales manager, will hold 
meetings in Portland, Me., Bos- 
ton, Providence and Springfield, 
Mass., this week. 

Next week, forums will be con- 
ducted in New York, Newark, 
N. J., Philadelphia, and Pitts- 
burgh. 

During the past several days, 
W. R. Tracy, sales manager, and 
other Hudson officials have led 
similar meetings in middle west. 
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Code Enforcement 


” the hue and cry for better and more efficient code en- 
forcement, one very important gentleman is being left 
completely out of the picture. This gentleman is none 
other than John H. Public. John H. has a very direct 
economic stake in many of the 348 codes now on the 
books. He has a direct stake in the dealer code. His 
opinion would have much bearing on the enforcement of 
the dealer code. Not much effort has been spent, outside 
of sporadic advertising, to give John H. an intelligent 
picture of the code which would help him to form an opin- 
ion. How much have we tried to sell him the code? 


John H. Shoemaker, commissioner of the Leaf Spring 
Institute, an organization with an outstanding record for 
co-operative development work under the Institute’s code, 
has started a campaign among the members of the insti- 
tute to aggressively sell the code to the public. One out- 
standing feature of the leaf spring code is that clause 
which prohibits the sale of reconditioned springs that are 
not clearly labeled as such. Under the code this practice 
is barred. It is Shoemaker’s plan to awaken the public to 
such benefits as it can legally demand under the code. 


This same theory applies to the dealer code. If we sell 
the public on the idea that the code protects the buyer 
against unfair discrimination in used car allowances; un- 
fair interest rates on time payments; false advertising; 
doctored new car speedometers; discriminatory discounts 
on new cars, etc., our problem of enforcement will be 
greatly eased. With the public demanding that the dealer 
with whom it deals, live up to the code, outside forces will 


be unnecessary. 
 UCcEssS of the experiments in dealer-operated super- | 
service and sales establishments in the Detroit area 
has led to a national trend in this direction. Three dis- 
tinct types of establishments may be considered as form- | 
ing the backbone of this new movement. First, there is 
what Ford has called the ‘Neighborhood Service Station.” | 
This type is scarcely more than a corner gasoline dispen- 
sary, operated by the dealer. It is equipped to make quick 
repairs on all makes of cars such as adjustments of 
brakes, clutches, carburetors, etc. Space is provided for 
the display of new and used cars. 


The second and third classification are the larger units 
filling the functions of a super-service station and dealer- 
ship. In these establishments heavier repairs are made 
and more elaborate stocks of cars, parts, accessories, tires | 
and so forth, are available. Locations of all types are 
based upon traffic flow and accessibility. In most cases | 
the buildings themselves are of the one-story, so-called 
rent-payer type, which entails only a moderate initial out- | 
lay. Service equipment is arranged for rapid fire action, 
and is displayed in such way that the passing motorist | 
is immediately impressed with the station’s claims of quick 
reliable service. 


Dealers in Detroit who have already inaugurated this | 
service have expressed surprise at the volume of business 
they have overlooked in the past. Too much so, in the 
past, dealers have considered themselves as essentially | 
new car dealers. Even the problem of used car merchan- 
dising was not given the study it deserved. The after- | 
market was almost entirely neglected. We venture to say 
now that the new merchandising plan will soon become the 
rule rather than the exception. 


Superior Service and Sales 





FREE 


AIR 


By Cliff Knoble 





A “BLUES” singer is bad enough 
on the radio, but he’s dis- 
astrous on a sales force. 
ae ok oh 
Daffy Definitions 


SAFETY GLASS—As far as the 
motorist is concerned, it’s a glass 


| that does not contain an intoxi- 


cant. 
ok ok * 

A SMALL BOY in Indiana re- 
cently swallowed two pennies and 
coughed up three. A little hard 
to explain, since he wasn’t old 
enough to be subject to the in- 
come tax. 

* BS ob 
Tax Fax 


“Collections from automotive 
taxes in 1934 will be 70 per cent 
greater than for 1933.”—Detroit 


Free Press. 
* oe ad 


ABOUT THE TIME a salesman 
thinks he’s developed a beautiful 
sales talk, he bumps into a pros- 
pect who insists on having facts. 


* * * 


SILLY SIMILE—As nutty as a 


fruit cake. 
* * * 


IT’S EASY TO THINK ‘con- 
ditions are getting worse—if you 
can’t remember what a heck of a 
job it used to be to repair a 
puncture. 

ok * 

Correct this sentence: “My 
husband taught me to drive, with- 
out ever becoming the least bit 
impatient.” 

* * ®@ 

THEY ARE TELLING a 
good one about a certain De- 
troit clubman. He depends up- 
on a downtown garage to keep 
his car fueled. The inevitable 
oversight occurred, and our 
hero found himself stranded on 
a busy street, with a car that 
refused to function. Inspection 
finally revealed that the gas 
tank was empty. So the own- 
er was obliged to trudge a 
weary five blocks in the blister- 
ing heat, for a can of gasoline. 
Five blocks back to the car, 
and he poured his gas into the 
tank. Attempted to start the 
motor, and couldn’t make his 
key fit into the ignition lock. 
More cuss words. And then the 
appalling discovery that he’d 
poured the gas into the wrong 


car. 
a * * 


| Sentences never seen 


in an automobile ad! 

“Don’t just accept what our 
salesman says. Make him prove 
it. You know salesmen.” (Note: 
This is a neat and subtle way of 
intriguing the prospect into a 
demonstration.) 

* * * 

“OVER-INFLATED TIRES, 
when driven at high speeds for 
long distances over baking pave- 


| ments, are likely to blow out.” 


It isn’t the heat; it’s the stupidity. 
* a oe 
LIFE’S JOLLIEST MOMENT: 


When the motorist who skids 
into your picket fence proves to 


| be the judge who pronounced you 
| guilty of reckless driving. 


* * * 


MANY VOLUMES have been 
written about how to overcome 
the prospect’s objections. But it’s 
still a tough job to figure out 


| what to do when he says “No.” 


* * co 


Observations! 

A NEW MODEL each year. 
The new model must represent 
marked improvement over its 
predecessor. Thirty years. Thirty 
important advances. The great- 
est single reason for the rapid 
progress of automotive design 
and construction. Yet some peo- 
ple decry and denounce the prac- 
tice of producing yearly models. 
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are invited to use this 
Anonymous contributi 
be observed upon 


Bye-bye Bustles 

I want you to know that your 
editorial on the front page of 
the pink sheet entitled “The Old 
Order Changeth” is right in 
order with my thinking at the 
present time. 

I will appreciate it very much 
if you will give me further in- 
formation concerning dealers 
who have adapted themselves 
and their places of business to 
the new order, about which you 
write. My place of business is 
about as old fashioned as an old 
bustle would be on a modern 
bathing beauty and I sure would 
like to bring it up to 1934, if I 
knew how to do it.—H. H. 
Horner, Horner Motor Co., Laf- 
ayette, Ind. 


Pleased 


I don’t wonder that this organ- 
ization likes your new pink sheet. 
It furnishes condensed informa- 
tion at a glance, which I know is 
not only helpful but interesting 
to those engaged in the automo- 
bile business, and I just want to 
take this opportunity of telling 
you how pleased I am that you 
are making it up in this form.— 
C. H. Bliss, vice-president and 
director of sales, Nash Motors. 
Co. 


Meaty 


I notice with a great deal of 
interest your new pink edition. 
It looks fine and it has certainly 
got a lot of good meat in it.—The 
Chek-Chart Corp., J. Howard Pile, 
Editor. 


Pink Orchids 


I very much like the idea of your 
pink edition . . . Mid-Week Digest. 
Have just carefully examined the 
first issue and it contains so much 
valuable information, so arranged as 
to permit of quick digestion, that I 
am sure it will prove extremely 
popular with your readers. 

Do you have some precedent for 
arranging the various states and 
sections in the manner you have 














under “Geographical Analysis” or is 
this just an arbitrary arrangement? 
It occurred to me you might want 
to use the accepted breakdown and 
designations as given in ABC re- 
ports—John 8B. Gaughen, Detroit 
Mer. Capper Publications. 





Show Circuits 

YOUR ANNOUNCEMENT RELATIVE FOUR 
AUTO SHOW CIRCUITS EXCELLENT STOP 
MONTHS AGO WE CONCEIVED PLAN 

OF PACIFIC COAST SHOW CIRCUIT STOP 
THIS WOULD CUT COST OF ENTER- 
TAINMENT ADVERTISING DECORATIONS 
ETC PER CITY STOP COULD FIX DATES 
WELL IN ADVANCE AND SECURE 
PROPER ROUTING OF NEW MODELS AND 
SPECIAL EXHIBITS STOP SHOW MAN- 


(Continued on Page 6, Col. 5) 


“a Word in 


edgewise” 


By the Publisher 





“WASN’T THE DEPRESSION 
terrible?” Whether you are one 
of us who think it was or one of 
those who know it is, you will 
find plenty of pre-digested food 
for thought in the page which 
towers to the right of this and 
which is signed by The News 
(New York). Dollars to dough- 
nuts it was written by Leo Mc- 
Givena, aided and abetted by 
his able promotion staff on that 
astounding picture newspaper. 

I call it to your attention and 
ask you to read it because it 
will give you a renewed faith in 
the future of this perfectly sol- 
vent corporation, commonly re- 
ferred to as the United States of 
America, of. which Greater New 
York is the foremost subsidiary. 
When you have read it, if you 
want to post it on,your bulletin 
board or hand it to your local 
editor, I am sure there will be no 
objection and in my humble 
opinion the wider the facts it 
contains can be broadcast, the 
better for your business and 


(Continued on Page 18, Col. 4) 





i, YEARS ago this coming Fall the Wall 
Street bubble burst. Big Money was panicked, Big 
Business went blue, and the whole country followed 


with sustained chills and intermittent jitters. 


In the last four years business has been hard to 
get. Getting it has been particularly hard for the 
defeatist, the planless, the .waiters and watchers. 
The alibi artists said there wasn’t any business—an 
exaggeration. In the last four years business volume 
beat all previous lows. But there still was business! 

The mourners mourned, the weak sisters wept, 
but the wise ones concentrated on New York. We 
are not intimating that New York hasn’t had its 
Depression; this town doesn’t miss anything big! 


But even in a depression, there were orders to be 
had here—not dribs but floods, not cases but car- 
loads. The wheels never stopped. In the words of 


the poet, life went on . . . Let’s look at the record. 


IN THE four years that followed 1929, more than 
250,000 couples in New York bought a license, paid 
a preacher, dug up for down payments on the 
furniture. Marriage takes cash as well as courage. 
And the stork has made deliveries to more than 
500,000 here! A half million howling new customers 
are enough to keep any city’s sales from sleeping. 

UNEMPLOYMENT? Sure, lots of it. The charitable 
associations soliciting subscriptions, and politicians 
trying to get Federal aid quoted estimates that were 
too high. The optimists’ estimates were too low. The 
figures weren’t worth a damn. Nobody knows how 
many unemployed there really were. But—in the 
four depression years the IRT subway took in 
3,715,940,079 nickels; BMT clocked 2,676,482,353 
customers; the elevated lines transported 1,216,- 
109,332; the surface lines collected 3,318,665,969 
fares; the Hudson Tubes handled 380,675,510 
people; and the Holland ‘Tunnel collected tolls of at 
least 50c per car on more than 10,000,000 vehicles 
every year. Now riding in the subways, street cars and 
Holland Tunnel isn’t fun. These passengers were 
business bent. They went back and forth to jobs! 

Most PEopPLe here still had jobs. New York is no 
single industry, solo business town. Factories may 
close, but the New York office of the firm keeps 
open. New York’s manufactures are mainly finished 
goods and not raw materials. Diversified sources 
keep payrolls alive, sustain buying power. 

New York is a great port. Foreign commerce 
dwindled considerably—but during the four dark 
years some 16,763 vessels arrived here with cargoes 
valued at $4,500,701,136. Some of the boats carried 
$867,086,369 worth of homecoming gold. And the 
Customs collected $852,633,424! 

THE BUILDING TRADES weren’t exactly booming, 
but weren’t busted either! More than 57,000 new 
buildings, worth $763,081,869 went up in those 
four years. More than 1,800 new apartment houses 
provided some 72,000 apartments, giving real 
estate agents a break as well as plumbers. Small 
home construction was never dead. Some of New 
York’s largest buildings, such as the Empire State 
Building and Rockefeller Center were in work. And 
new subways were under construction. 


Our MUNICIPAL management up till lately has 
been nothing to brag about, but the four year budget 
of $2,340,404,281 provided a lot of jobs. New York 
City has even paid its teachers $456,918,414.67! 
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+ the Depression linble? 


... well, let’s look at the record— 


WALL StreEET has been wearing crepe, but it 
has had a very live funeral. In four years the sad 
Street traded 2,467,656,206 shares and $12,192,- 
725,050 in bonds on the Stock Exchange; and 
489,789,179 shares on the Curb. New York banks 
were transfer agents for some 12,000 corporations 
and disbursed $14,655,756,973 in dividends. New 
York financial houses underwrote 2,223 bond issues 
totalling $10,641,959,500 and 185 issues of stock 
valued at $899,859,736. Small time stuff to the 1929 
operators, perhaps, but still a nice volume. 

WHILE OUT-OF-TOWN visitors dropped off, there 
still were quite a few callers. ‘Trunk line railroads in 
and out of New York took up 909,324,444 tickets, 
and conductors punched commuters’ pasteboards 
1,074,559,713 times. Cruise ships did an elegant 
business. And visiting firemen often made us 
habitants go to scalpers for tickets to the hit shows. 
Conventions convened, buyers barged in, tourists 
toured; and all of them spent money. 


BuyING POWER slumbered some, but it didn’t 
die. The savings banks had $1,700,000,000 more in 
deposits and 600,000 more depositors on the first 
day of 1933 than they had on Jan. 1, 1930. In the 
worst of the four years, more than 500,000 New 
Yorkers paid State license fees on automobiles. In 
four years 361,635 new cars found buyers. There 
were enough plutocrats left to buy 163 new Rolls 
Royces, 27,884 Buicks and 73,622 Chevrolets! 

New York department stores did right well. 
Macy’s, for instance, in four reputed slow years, had 
net sales of more than $352,000,000! 

WE COULD go on and on—but statistics are 
probably coming out of your ears. The only point 
we want to register is that New York is a live place 
even in dead years. New York gives volume—no 
matter what sales are elsewhere. There is enough 
business here for everybody, any time. New York is 
a market nobody need alibi! And it is a better market 


in 1934 than it was in the four years previous! 


New York is a market worth selling! And it now 
has a medium that alone is adequate to the job. 
This one paper reaches two-thirds of New York City 
families—at the lowest advertising cost. 

‘The News also has done right well through the 
depression, and since 1929 has published 63,015,795 
lines of the highest priced newspaper space in 
America. In the six months just past, The News had 
a gain of 998,503 lines over the first half of 1933, 
and gained 1,575,490 lines over the same period ot 
1929! When advertisers spend more than they did 


in 1929, it must be a pretty good medium! 

You say business is hard to get, It is. But you 
can get more of it in New York in less time and for 
less cost than anywhere else in the world! A market 
which itself moving can keep your sales moving! 

Are you getting all you should from New York 
and The News? Want to? 


The 2 Mew2 


New York’s Picture Newspaper 


220 EAsT 42ND STREET, NEw YORK 
Tribune Tower, Chicago; Kohl Bldg., San Francisco 














factors in attaining this end. 


Car manufacturers themselves 
are taking more than ordinary 
notice of the plan and in almost 
every case a corps of men are 
making investigations which may 
lead to even more elaborate pro- 
grams for this fall and 1935. 

The movement appears to be 
almost a natural one and in 
keeping with the new deal under 
which the motor car dealer has 
been operating this year. The 
code and its provisions for free- 
ing the dealer from the vexations 
of fighting for trade in deals has 
given the dealer an opportunity 
to study his own particular mer- 
chandizing needs. It is a “back 
to the car owner movement” 
which in every case dealers who 
are operating either the new type 
service and sales building or the 
community gas and oil dispensing 
station, has shown increase in 
sales of everything the dealer 
has for sale. 

This includes new and used 
cars as well. Oil and gasoline 
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U. S. Dealers Make Great Progress In New Stations 
Latest Type Service Plan 


Huge Success in Nation 


(Continued from Page 1) 


plan is proving almost unbeliev- 
ably successful. 


Contacts with various car man- 
ufacturers reveal that practically 
every one is working out further 
developments of the plan, which 
appears to have been inaugurated 
simultaneously by Ford and 
Chevrolet. The Dealers Building 
Division of Chevrolet has had 
representatives on the coast and 
in the middle west recently in 





response to inquiries and _ re- 
quests from dealers for assist- 
ance and information on the 
layout of buildings which will 
include gasoline and oil pump 
sales facilities. 

Each of the Ford branch man- 
agers has been on top of the plan 
for some time. At least two of 
the major production companies 
recently started corps of mer- 
chandizing experts on investiga- 
tions of the methods of the deal- 
ers who are now enjoying better 
business than at any time in the 
history of the motor car selling 
business and are preparing to 








Iowa Goes for Super Service 





Typical of the new idea in dealer sales and service stations is the building of the Nall Chevrolet Co., 
Inc., Iowa City, Ia., which was described in ADN, Aug. 4. This building is of the larger type, and is 


a modification of the model Chevrolet building. 


required _by Iowa hws. 


This is especially true of the 
tire companies, one of them par- 
ticularly coming forward with 
the statement that the automo- 
bile dealer after all with his in- 
creased number of contacts with 
car owners has as great a tire 
sales potential as any other type 
of tire merchant. 

Dealers’ car salesmen who have 
been contacted during the past 
few weeks are enthusiastic about 


Super -Service A la Detroit 





Paul Hammond’s idea of the super-sales and service building, also described in ADN Aug. 4, is an- 
other example of compact automotive merchandising which is winning favor with dealers throughout | 


sales the added 
profit 
has been looking for, but beyond 
that there is rapidly developing 
the fact that the dealer who fol- | 
lows the new plan can become 
what he has always wanted to/| 
be—an automobile power in his 
own community—the source of 
all automobile information and 
the man that the community 
looks to for the solution of its| 
motor car troubles. 


Study New Plans 


are creating 


idea which every dealer | 





The program, and the unusual 
results obtained so far by those 
who are cashing in on their ef- 
forts bringing service practically 
to the door of the car owner, is 
now the main study of the dealer 
who has hesitated and up to now 
considered the plan just another 
experiment. These dealers are 
no longer in the “watchful, wait- 
ing” stage, but are taking action. 


From California and the entire 
Western Coast reports show that 
the movement is in full swing. 
An official connected with one 
of the manufacturers states that 
in almost every western com- 
munity dealers are waking up to 
the fact that gasoline and oil 
sales to owners of all makes of 
cars including the particular car 
which the dealer is handling, is 
the easiest way yet found to es- 
tablish contacts for the sale of 
service and that the next step 
after performing the service re- 
quired is to get the owner inter- 
ested in a new car. 

Logical Prospects 

Dealers are assuming without 
a doubt that any car owner driv- 
ing in for service is a logical 
prospect for a new car. The 





the country. 


launch their suggestions for their 
own dealers at an early date. 


Several of the prominent oil 


|and gasoline companies as well | 


as several of the tire companies 
all sensing the fact that 
automobile dealers of the coun- 
try are catering to the car own- 
ers for all their supplies, have 
jumped into the picture and are 
making contacts with the deal- 
ers for the purpose of getting 
their products in on the program. 


the | 


|the program. In many cases | 
| they have been able to meet car | 
| owners right at the stations | 
whom they have never suspected | 
as being in the market for new | 
automobiles. Veterans who are| 
usually skeptical over any new 
plan in the motor car selling 
business look upon. the new | 
movement as being one which | 
will start a new era of prosperity | 
for the dealer as well as them- | 
selves. | 





In this case the gasoline pumps are in the open as 
The Chevrolet mode! plan provides for the pumps inside under cover 





NSPA to Repeat Essay 


Contest for Salesmen 


Detroit, Aug. 17. National 
Standard Parts Assn. announces 
its third annual contest for job- 
bers’ and manufacturers’ sales- 
men, in connection with the an- 
nual Salesmen’s Conference 
which the NSPA will sponsor 
again this year at the time of the 
Automotive Service Industries 
Show in Cleveland. 

Prizes will be awarded the em- 
ployes of NSPA member con- 
cerns for the four best papers on 
a series of assigned subjects, these 
papers to be read by their writ- 
ers at the Conference on Tuesday 
evening, Nov. 20, during Show 
week. The first of these meet- 
ings was held two years ago in 
Detroit and its success was re- 
sponsible for its repetition in 
Chicago last year and in Cleve- 
land again this year. All of them 
have been open to all salesmen 
regardless of whether their em- 
ployers are members of any 
association. 

The aim of the Salesmen’s Con- 
ference as stated by the NSPA 
is to permit the salesmen to gain 
an extra advantage from their 
| show attendance through an ex- 
change of ideas in much the same 


way as manufacturer and jobber | 
executives are enabled to do in| 


| their various association conven- 


| tion meetings. 


Prizes in the contest will con- 
sist of payment by the associa- 
tion of round trip railroad and 
Pullman fare for each of the four 
winners from their home town to 
Cleveland. For winners located 
near Cleveland, a substitute $25 
cash award will be made. 


Subjects on which papers of 15- 
minute reading length will be ac- 


Neighborhood Service Stations 





This type may in a sense be called a feeder station. 


During construction on the highway on which 
it is located the station pumped 17,000 gallons of gas a month and opened the way to new and used 
car sales by offering quick repairs on all makes of cars. New and used cars are displayed at the station. 








cepted in the contest are as fol- 
lows: 

“How I Help My Jobbers’ Sales- 
men,” by a manufacturer’s rep- 
resentative. 

“If I were Selling for a Whole- 
saler,” by a manufacturer’s rep- 
resentative. 

“How I Actually Assisted My 
Maintenance Customers to Suc- 
cessfully Merchandise During the 
Past Year,” by a jobber’s sales- 
man or sales manager. 

“Successful Methods I Used to 
Sell My Firm’s Services and 
Merchandise as Against Those of 
Other Distribution Channels,” by 
a jobber’s salesman or _ sales 
manager. 

All .papers must be in the 
hands of the Contest Committee 
not later than Oct. 27, and 
should be mailed to NSPA’s 
Salesman’s Contest Committee, 
R. B. Davis, chairman, Eaton 
Tower, Detroit. 


IN THIS 
CORNER 


(Continued from Page 4) 
AGERS OF PORTLAND LOS ANGELES 
AND SEATTLE MEETING IN SAN 
FRANCISCO LATTER PART SEPTEMBER 
TO PERFECT ORGANIZATION PLAN FOR 
ORGANIZED SHOW CIRCUITS HAS OUR 
HEARTY APPROVAL.—CARL R, HEUSSY, 
MANAGER SEATTLE AUTOMOBILE DEAL- 
ERS ASSN., SEATTLE, WASH. 


Hogs Up 

FLASH:—SENSATIONAL ADVANCE IN 
HOG PRICES THIS WEEK STOP TODAY 
DEPENDING ON QUALITY A CARLOAD OF 
HOGS WOULD SELL FOR FROM FIVE 
HUNDRED NINETY DOLLARS TO SIX 
HUNDRED THIRTY DOLLARS MORE 
THAN SIMILAR CARLOAD SOLD FOR IN 
LATE MAY OR EARLY JUNE STOP 

THIS INCREASE ALONE WOULD BUY 
AUTOMOBILE OR TRUCK. JAMES J. 
MCMAHON, CORN BELT FARM DAILIES. 





Wallace Heads Saginaw 

Detroit, Aug. 17.—E. S. Wallace, 
formerly manager of the Bay City 
Chevrolet plant, has been named 
general manager of the Saginaw 
steering gear division of General 
Motors, according to an announce- 
ment today by F. O. Tanner, staff 
director of production. Wallace as- 
sumed his new duties Aug. 16. M. 
L. Hillmer, retiring general man- 
ager of this division will, after a 
short vacation, be assigned to other 
duties. 


Show w Cause Order 
Jamestown, N. Y., Aug. 17.—A 
show cause order has been sought 
in Federal Court asking that the 
Jamestown Metal Desk Co., now in 
receivership, be sold at public auc- 


tion. The petition is returnable 
Aug. 27, and was filed by four 
banks in western New York and 


Pennsylvania as creditors. Concurs 
rently with the filing of this peti- 
tion directors authorized filing a pe- 
tition for reorganization under the 
recently enacted bankruptcy act. 
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Tomorrow’s car? ??? Who knows! But 
the thoroughly modern engine of today 
is equipped with Bohnalite Cylinder 
Heads and Nelson Bohnalite Pistons 
because these highly perfected develop- 
ments have completely revolutionized 


all performance standards! 


BOHN ALUMINUM & BRASS CORPORATION 
Detroit, Michigan 











THE INQUIRING REPORTER 


seer 


Today’s Question 


What has 
How do August sales compare 
with July? 


How will summer drouth affect fall car sales? 


been effect todate? 


sor 


D. R. Carr, sales manager, Hobbs Chevrolet, Wichita, Kan.: “We 
expect August sales to be considerably larger than in August last 
year, but still short of the July record. While our sales usually lag 
in August, some reason, probably the drouth, has-caused a greater 
lag than usual. Last month we sold 128 used cars and 56 new ones. 
With August half gone, we have sold only 27 used cars and 17 new 
cars.” 

a * * 

J. A. Peverill, Hudson-Jones Auto Co., Hudson, Terraplane, Des 
Moines, Iowa: “The drouth is naturally going to reduce the antici- 
pated volume of business, especially over our out-state territory 
covering 70 counties located both in north and south Iowa. However, 
we expect sales to be as good as last year, and perhaps better in 
Des Moines. Our August sales have been about 75 per cent of the 
July mark, and about the same as last August. Corn-hog payments 
in July helped our July record materially.” 

+ +. * 


X. R. Gill, Studebaker Sales Corp., Dallas, Tex.: “The drouth has 
had no effect on wholesale or retail sales so far, and none is ex- 
pected in this city during the Fall. There may be a slight slump in 
the rural districts where folks are “scared,” but that will pass as 
soon as we get some rain. We are expecting a fair cotton crop. 
August new car sales are running 20 per cent ahead of July, with 
used car sales slightly off.” 

a pd + 

R. B. Davis, Evans Motor Co., Plymouth, Wichita, Kan.: “Our 
August sales will probably run about 100 units below our July figure. 
Our sales this month are 15 new cars, 12 used cars, and one truck. 
Last month we sold 60 new cars, and five trucks. Farmers, business 
men, and professional men are delaying buying until they can collect 
some money. Truck sales are off because the farmers have nothing 
to haul.” 

* e * 

E. B. Dunn, Jensen-Dunn Co., Ford, Des Moines, Iowa: “The 
drouth has not affected sales in Des Moines. Our’August sales are 
running about 40 per cent over July, and nearly double those of 
August, 1933. Most of our business has been replacements. With 
the price of corn at such a high level, even half a crop will provide 
more money than usual.” 

. * * 

Ward Orsinger, Orsinger Motor Co., Hudson-Terraplane, San An- 
tonio, Tex. “Dreuth effect in Southwest Texas would have been 
quite serious but this factor was offset by purchases of cattle and 
other government aid. August sales are about the same as July, 
where normally they should have been 25 per cent better, Sales 
effect not serious.” 

* * * 

H. C. Price, sales manager, Price Auto Service, Ford, Wichita, 
Kan.: “Our sales have been especially trucks and other commercial 
lines during August, and we have reason to believe that this month 
will pass July as far as our sales are concerned. Our first six 
months’ sales amounted to 1,937 passenger cars and 369 trucks.” 

* + * 


A. G. Elliott, Oshea Rogers Motor Co., Ford and Lincoln, Lincoln, 
Neb.: “Drouth is bound to have some effect on fall sales with current 
sales 25 per cent off to date. It may be a seasonal trend as much as 
drouth effects, as August sales are running 5 to 10 per cent above 
July.” * * * 


Ben Sanders, Sanders Motor Co., Dodge and Plymouth, Des 
Moines, Iowa: “We believe that over our territory as a whole the 
drouth will affect us considerably, but local business will be good. 
August sales are running about 50 per cent ahead of July, but about 
the same amount less than August of last year. Locally, we expect 
our Fall business to be as good as, or better than last year.” 

* cd oo 

Frank Gillespie, Herpel-Gillespie, Ford, San Antonio, Tex.: “Sum- 
mer drouth has not seriously affected sales in San Antonio so far. 
August sales really show some improvement over July. This is to 
be expected on account of the beginning of the movement of the 
cotton crop which was not entirely killed in this section. We antici- 
pate business to hold up during the fall months.” 

*” * * 

Al Duteau, Duteau Chevrolet Co., Lincoln, Neb.: “Summer drouth 
effect will be bad on fall sales. The decline in sales to date is not so 
bad as we had looked for. However, we sold eighty units in July, 
which is only about 20 per cent under normal expectancy. August 
sales are as good as July.” 

. ” - 

W. D. Cook, Ben Griffin Co., Ford, Dallas, Tex.: “The drouth is 
having some effect on our sales. People are being told prices on 
everything will rise this Fall, and as a result are hewing down to 
the strict necessities now. We expect new car sales to climb when 
the cotton crop is marketed. New car sales are 20 per cent below 
last month, but we had a reord business in July.” 

ca oe ~ 

Fred Sidles, Sidles Motor Co., Buick-Olds-Pontiac, Lincoln, Neb.: 
“Drouth is bound to have serious effect on balance 1934 sales. It is 
too early to give reasonably accurate prediction as to how far off 
volume will be. Sufficient rainfall during the rest of the summer 
may improve morale with beneficial effect on car sales. Sales so far 
this summer are about 35 per cent lower than expected. August 
sales compare well with July.” 

* + + 

Joe Freeman, president and general manager, Milan Chevrolet 
Co., San Antonio, Tex.: “August sales for the first ten days exceed 
July, due to recent rains. Drought has had no material effect on 
retail sales here. We expect an increase in retail sales during bal- 
ance of the year of 25 per cent over last half of 1933. Used car sales 
also showing gains.” 

” - * 

E. T. Vamp, Perry Motor Co., Dodge, Plymouth, De Soto, Dallas, 
Tex.: “The drouth has not affected our retail sales as yet, nor do we 
expect that it will. When our cotton crop hits the market, sales are 
bound to rise. August sales are about 130 per cent of our July total.” 
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Oklahoma Men 
Seeking Action 
On Gas Taxes 


Oklahoma City, Okla., Aug. 17 
(UTPS).—A meeting of repre- 
sentatives of 16 automotive and 
gasoline using groups of this 
state has been called for Aug. 20, 
by W. J. Milburn, good roads 
booster, to work out a program 
to obtain repeal of the state law 
which diverts 40 per cent of the 
state’s share of gasoline tax reve- 
nues into a special fund for re- 
tirement of the general fund 
deficit and diverts some county 
gasoline tax funds. 

Of July gasoline tax collections 
on June sales, $415,874.70 was ap- 
portioned to the state highway 
construction and maintenance 
fund, $231,041.50 to the counties 
for their highway and emergency 
investment funds, and $277,249.80 
to the state treasury for the fund 
used in retiring treasury notes 
issued to fund the state general 
fund deficit up to June 30, 1933. 

July tax collections totaled 
$970,263.56, or $57,912.47 more 
than during the corresponding 
month of 1933, and nearer the 
$1,000,000 mark than at any time 
in recent years. 

Among the reasons set forth by 
Milburn for repealing the divers- 
ion bill are: “It works an un- 
necessary hardship upon farmers, 
business men and laboring peo- 
ple, that it jeopardizes Okla- 
homa’s share of future federal 
aid highway funds, that it hope- 
lessly leaves the neglected por- 
tions of the state in the mud and 
dust, and that it shifts that por- 
tion of the state’s indebtedness 
which is owed by the property 
of non-residents to the shoulders 
of the people of the state who are 
compelled to use gasoline.” 





Ford Opens School To 


Train Retail Salesmen 


Chicago, Aug. 17.—Do clerks 
and other young men employed 
in non-automotive fields have 
possibilities of becoming motor 
car and truck salesmen of high 
ability? 

The Chicago branch of the Ford 
Motor Co. thinks so, and accord- 
ingly is enlisting such men to 
join its newly organized school 
for retail salesmen which will be- 
come a reality Monday. 

The Ford appeal was made this 
week in the form of display ad- 
vertising announcing the forma- 
tion of the school to train retail 
salesmen under supervision of 
company sales executives. Two 
classes daily will be conducted, 
and the school, it is stated, will 
be open every afternoon and 
evening with the exception of 
Saturdays and Sundays. 





Trade-In Breach 
Makes Eagle Fly 
Washington, Aug. 17.— 
Removal of Blue Eagle in- 
signia from the White 
Chevrolet Co., Zanesville, 


Ohio, was announced here 
yesterday by the National 
Administration, 
Compliance 


Recovery 
through 
Council. 
Alleged to have violated 
the code for the motor ve- 
hicle and retailing trade, 
the White Co. is charged 
specifically with violating 
provisions concerning 
trade-in allowances, 
Simultaneously, it was 
announced that Blue Eagle 
insignia had been restored 
to the Shawnee Battery 
Products Co., Cincinnati, 
which previously had been 
charged with violations of 
the electric storage and wet 
primary battery code. .Res- 
toration was made after in- 
formation from the Ohio 
compliance director that 
the company had made full 
restitution of back wages 
due employes and now was 
complying with the code. 


the 











Down to the N’th Degree 


| Bi 


eal 





R. K. Lee, of the Chrysler Motors Research Division, is shown with a 
miniature model developed for the study of vibration differences 
between floating power mountings and other forms of engine sus- 








pension. Lee was prominent 


in the early experiments with 


floating power. 





Cut Gas Allowance For 
Big Indianapolis Race 





Indianapolis, Aug. 17.—A _ fur- 
ther reduction in fuel allowed for 
the entire route will be in effect 
with the running of the 23rd an- 
nual 500-mile race at the Indian- 
apolis Motor Speedway next 
May 30. 

For the first time in the history 
of the Decoration Day automo- 
bile racing classic, cars last year 
were restricted to 45 gallons for 
the five-century run, forcing them 
to complete the competition at an 
average of better than 11 miles 
to the gallon, Bill Cummings, the 
winner, turned in a remarkable 
performance, averaging 14 miles 
to the gallon. 

Meeting in a special session re- 
cently, a special rules committee 
of the contest board of the Amer- 
ican Automobile Assn. decided to 
further restrict fuel by two and 
one-half gallons allowing drivers 








Dodge Truck Shipments 
Exceed figures of 1933 
Detroit, Aug. 17.—J. D. Burke, 


director of truck sales of Dodge 
Brothers has this to add to the 


latest list of “Bright Spots in 
Business.” 

Dodge domestic truck  ship- 
ments to Aug. 11, were 33,308 


units—24 more than were shipped 
in the entire year, 1933. 

Burke mentions that Dodge 
commercial car and truck pro- 
duction has reached 530,492 units. 

Burke is certain that truck 
business this year does not begin 
to scratch the surface of the po- 
tential market for new transpor- 
tation. The replacement market 
alone will keep plants busy for 
a long time to come. 

The latest addition to Dodge 
truck lines, a 1%-ton series is 
looked upon as a factor carrying 
Dodge truck sales to new heights. 


Loss is Recorded 


Chicago, Aug. 17.—Consolidated net 
loss of the Aviation Corp. and its 
subsidiary companies for the six- 
month period of the current fiscal 
year ended June 30, 1934, was 
$1,144,634. This compares with a 
profit of $321,057 for the same period 
of 1933. 


a total of 42% gallons for the run. 

The committee decided to make 
an undetermined exception of 
two-cycle gasoline burning mo- 
tors, appointing a special com- 
mittee to investigate the matter 
and make recommendations. 

A change also was made in 
the qualifying requirements for 
Diesel oil-burning racers, two of 
which were entered last year. It 
was decided to give the oil-burn- 
ers a five mile an hour advantage 
over the gasoline powered motors. 
Only the 33 fastest cars are al- 
lowed to start and the Diesels 
will add five miles an hour to 
whatever speed they made in a 
25-mile qualifying run and take 
their chances of starting with the 
other competitors. Last year 
they were given a starting posi- 
tion regardless of speed of the 
other cars, if they made an aver- 
age speed of 95 miles an hour. 

Hoping to eliminate a situation 
which developed last year when 
Mauri Rose, second finisher, con- 
tested the Cummings gained vic- 
tory, contending that contrary to 
the rules he gained on him while 
running under a yellow flag that 
signified danger, a special ground 
rule that all cars next year must 
slow down to 75 miles an hour 
while running under the caution 
flag was agreed upon. 

Col. E. V. Rickenbacker, chair- 
man of the contest board, pre- 
sided at the meeting attended by 
the leading automotive engineers. 


Wholesale Car Trade 
Asks Budget Approval 

Washington, Aug. 17.—Applica- 
tion has been filed with the Na- 
tional Recovery Administration 
by the code authority of the 
wholesale automotive trade for 
approval of its budget, and the 
basis of contribution to the same 
by members of the trade, for the 
maintenence of code administra- 
tion. 

The total amount of the budget, 
for the period from June 1, 1934, 
to May 31, 1935, is $325,000. The 
basis of contribution is 70 cents 
per annum per $1,000 net sales 
for the year 1933. 
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ANOTHER 


BIG FACT 


about 


BUICK 


All dealers know that Buick is a long-lived car. All know that it is 
dependable in a very special sense of the word. But here is a Buick 
fact which will probably be news. 















Registration figures for the whole United States show that Buick 
has the 


Third Largest Number of Cars on the Road Today 


This in spite of prices far lower than Buick lists. In spite of 
production, now and in the past, far larger than Buick’s. 


If it were necessary, at this late date, to present proof of Buick 
dependability, of Buick owner-loyalty, of Buick repeat orders, we 
should do no more than present this fact of active-service Buicks. 
For this is proof of the soundness, the stability and the profit in 
the Buick franchise. 


A large percentage of the Buick market is always ready and waiting. 
Its experience with Buick tells that it can put the same confidence 
in the next Buick as in the previous one. And this attitude is 
constantly spreading beyond Buick circles. 


There is everything in Buick—in its ‘position in the industry, its 
present progress, its cars and prices, and its future, to urge you to 
action. Communicate at once with the General Sales Manager, Buick, 
Flint, Mich., concerning the possibility of a connection. 


WHEN BETTER AUTOMOBILES ARE BUILT — BUICK WILL BUILD THEM 














Buick’s Retail Outlets 
Reach New Peak of 2,717 


Flint, Mich., Aug. 17.—Advent 
of the fall selling season finds the 


Buick Motor Co. with one of the | 


| 


largest dealer organizations in its | 


history, according to W. F. Huf- 

stader, general sales manager. 
Hufstader announced today that 

the dealer organization has passed 


the 2,700 mark, has shown a gain | 


of 490 outlets since the 
the year, has shown 
620 outlets or 30 per cent since 
Aug. 1 last year, and is 267 deal- 
ers larger than it was in 1929. 

There now _are 2,717 Buick 
dealers in the United States, he 
said, providing Buick sales and 
service at multiple points in every 
large American city and in many 
of smaller communities through- 
out the country. 

These dealers, minus those that 
have been added during the past 
month, delivered approximately 
$43,600,000 worth of Buick auto- 
mobiles in the first six months of 
the year, the fourth largest dol- 
lar volume of business for the 
entire automobile industry, being 
exceeded only by the three lowest 
price makes of cars, Hufstader 
asserted. 

“The steady expansion of the 
Buick dealer organization during 
the past year is one of the straws 
showing which way the economic 
wind is blowing,” the executive 
said. 

“Since the introduction of the 
1934 Buick models last December, 
there has been consistent growth 
in the retail organization. This 
growth is continuing during the 
summer months and is expected 
to make greater gains this fall 
and winter. 


Code Authority 
Personnel OK’d 


Washington, Aug. 17.—Approv- 
al of the personnel of code au- 
thorities for the electric storage 
and wet primary battery indus- 
try, the motor fire apparatus 
manufacturing industry, and the 
fire extinguishing appliance man- 








ufacturing industry was  an- 
nounced this week by the 
National Recovery Administra- 
tion. 


Members of each code author- 
ity follow: 

Electric storage and wet primary 
battery industry: E. D. Martin, 
chairman; Thos. A. Edison, Inc., 
Kearny, N. J.; C. O. Wanvig, Globe- 
Union Mfg. Co., Milwaukee, Wis.; 
R. D. Mowry, Universal Battery Co., 
Chicago; A. A. MacLean, USL Bat- 
tery Corp., Niagara Falls, N. Y.; 
L. B. F. Baycroft, Electric Storage 
Battery Co., Philadelphia. 

Motor fire apparatus manufactur- 
ing industries: C. B. Rose, Ameri- 
can LaFrance & Foamite Corp., 
New York, N. Y.; G. R. Stephens, 
Fire Appliance Corp., Buffalo, N. 
Y.; H. B. Spain, Seagrave Corp., 
Columbus, O.; C. H. Fox, Ahrens- 
Fox Fire Engine Co., Cincinnati, 0.; 
S. O. Cook, Boyer Fire Apparatus 
Co., Logansport, Ind. 

Fire extinguishing appliance manu- 
facturing industry: E. E. O’Neill, 
American LaFrance & Foamite Co., 
Elmira, N. Y.; A. H. Blackett, Bad- 
get Fire Extinguisher Co., Boston. 
Mass.; G. R. Stephens, Buffalo Fire 
Appliance Corp., Buffalo, N. Y.; R. 
C. Iddings, Fyr Fyter Co., Dayton, 


O.; B. F. Allnutt, Miller Pearless 
Mfg. Co., Chicago; Dana _ Estes, 
Knight & Thomas, Inc., Boston, 


Mass., and E. G. Weed, Pyrene Mfg. 
Co., Newark, N. J. 


Murray Shows Profit 


Detroit, Aug. 17—Murray Corp. 
of America and subsidiaries (auto- 
mobile bodies, accessories, etc.) re- 
port for six months ended June 30, 
1934, a profit of $280,771 after ordi- 
nary taxes, depreciation and inter- 
est, but before federal taxes and 
subsidiary preferred dividends. This 
compares with a net loss of $477,346 
in first half of 1933. 

For the quarter ended June 30, 
last, profit was $52,161 before fed- 
eral taxes and subsidiary preferred 
dividends comparing with a profit of 
$228,610 in the preceding quarter 
and a net loss of $31,658 in June 
quarter of previous year. Capital 
stock amounts to 768,331 shares of 
$10 par value. 





first of | 
a gain of | 





“Partly accountable for it is 
the introduction of the new lower 
priced series 40 Buick which has 
expanded Buick’s potential 
market approximately 300 per 
cent, enabling dealers to reach 
customers hitherto excluded from 


Buick ownership by reason of 
price.” 
Hufstader pointed out that 


while the dealer organization is | 


nearly a third larger than it was 


a year ago, dealers have operated | 
at a greater individual profit than | 
Analysis of | 


they did last year. 
four months operations, he said, 
showed that the average Buick 
dealer this year increased his net 
profit per $1,000 of new car sales 
by $51 as compared with the 
corresponding period last year. 
He attributed this gain to greater 
retail volume and improved busi- 
ness management on the part of 
the dealer. 


Gain 


welfare: 
automo 


buyer's mind 


THAT HE © 


New Automobile Sales 


Holding Up in Oklahoma 


Oklahoma City, Okla., Aug. 17 
(UTPS).—While employment and 
payrolls in general throughout 
Oklahoma industry during July 
were slightly below June, they 
were far ahead of July, 1933, ac- 
cording to reports reaching W. 
A. Pat Murphy, state labor com- 
missioner. 

Automobile repair shops report- 
ing 436 persons at work showed 
| total weekly payrolls of $9,324.45, 
for an average per capita of 
$21.61. This average weekly wage 
was slightly above the average of 
$21.47 for all industries. 


formed shop work and new car 
sales continue to hold up. One 
firm reported wage increases of 
10 per cent because of business 
increase. 


Code Chiefs Are Elected 


At Session in Oklahoma 
Oklahoma City, Okla., Aug, 17 
(UTPS).—All members of the 
temporary code authority were 
re-elected as members of the new 
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permanent Oklahoma State Code 
Authority for the trucking indus- 
try in elections at which they 
were the only nominees. 

Evans A. Nash, Oklahoma City, | 
vice-president and general man- 
ager of the Yellow Transit Co., 
was elected chairman for a two-| 
year term. B. H. Megginson, | 
Tulsa, president of the Meggin- 
son Trucking Co., oil field equip- 
ment hauler, was elected for a 
two-year term. He is treasurer, 





Pontiac Plant to Close 
While Employes Frolic! 
Pontiac, Mich., Aug. 17.—All| 

departments of Pontiac Motor 

Co. will be closed Wednesday, 

Aug. 22, while 15,000 employes 

and their families will take part 

in an all-day picnic at Walled} 

Lake. 

A complete program of sports 
events has been arranged, with} 
attractive merchandise prizes for | 
the winners of each. The finals | 
in soft ball league of the Pontiac | 
Motor Co. will be played following | 
which the winners of each league 
will engage in a “little world 
series.” 
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Borg-Warner Co. 
Holds Meet For 


New Sales Drive 


Chicago, Aug. 17.—A new sales 
drive was launched this week by 
the Borg-Warner Service Parts 
Co. following a three-day meet- 
ing in Chicago with sales execu- 
tives. 

Thirteen 
representing 


Borg-Warner _ sales- 
all territory 
of the Pacific Coast 
attended the meeting 
which was presided over by A. 
C. Darling, general manager, and 
W. E. Salter, sales manager. 
Distribution and sales problems 
were discussed by the salesmen 
and plans were made for a con- 
certed.sales campaign. 


exclusive 
district 


Harden Appointed 

New York, Aug. 17. United 
States Rubber Co. announces the 
appointment of Ralph G. Harden as 
manager of packing sales in the 
mechanical goods division. He will 
be located at the company’s main 
offices at 1790 Broadway, New York. 





Illinois Code 
Body Studying 
Truck Tariffs 


Chicago, Aug. 17.—The task of 
arriving at proper rates and tar- 
iffs is engrossing the attention 
of the newly elected permanent 
Illinois code authority for 
trucking industry, it was 
known here today by 
G. Moore. 

At the same time, Moore gave 
his idea of the formula to 
followed by individual “for hire” 
operators in setting 
charges. 

“Sum up your total operating 
expense for a six months period,” 
said Moore. “Divide by the 
number of hundreds of pounds 
of freight handled therein, and 
you arrive at your average cost. 
Add an allowance for 
able profit, including overhead 
and depreciation, and you have 
a basic minimum rate.” 

Such a rate, he said, could ap- 
ply to all “common merchandise” 
and still allow the operator to 
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set a special or higher rate for 
higher class haulage, enabling 
the general plan to allow for a 
backlog basic rate. 

In addition to the six mem- 
bers of the code authority for 
Illinois, and advisory . committee 
of more than 100, having repre- 
sentatives in each county, is be- 
ing formed. Although rates and 
tariffs are the most pressing 
problem at this time, it is stated 
that the group will concern it- 
self also with labor, hours and 
under the trucking code. 

Stronger national organization 
by truckers is being advocated 
here. - 


Chappell Promoted 

Toronto, Can., Aug. 17 (UTPS). 
—Col. Frank Chappell has been ap- 
pointed public relations manager of 
General Motors of Canada. For 
many years associated with General 
Motors of Canada, he was prior to 
that time city engineer of Oshawa, 
Ont. He a native of Wales and 
a graduate of the department of 
engineering of the University 
South Wales. He is an officer of 


is 


of | 


the Canadian section of the Society | 
of Automotive Engineers and during | 


the world war served overseas with 
the Canadian engineers. 


| new distributor. 


Bendix Service School 


Prepares for Third Term 


South Bend, Ind., Aug. 17.—In- 
structors of the Bendix Safety 
Service School in this city are 
preparing for the forthcoming 
1934-35 term with great optimism. 
It is expected that attendance of 
the school during the coming 
autumn and winter will far ex- 
the two previous years. 
Safety Service 
attended by any 
automotive 


ceed 
The 
School 


3endix 
may be 
regularly employed 
mechanic free of charge. It is 
only necessary for the student 
to provide expenses to and from 
South Bend and living expenses 
while here. 


Republic Distributor 


O., Aug. 17—A re- 
cent addition to the country-wide 
organization of toncan iron dis- 
tributors is Buhl Sons Co., Detroit, 
according to announcement by N. J. 
Clarke, vice-president in charge of 
sales, Republic Steel Corp. Complete 
warehouse stocks of Republic’s ton- 
can iron will be maintained by the 


Youngstown, 


Detroit, Aug. 17.—Earlier pre- 
dictions that this year’s Automo- 
tive Service Industries’ Show 
would eclipse all other such 
shows are already being borne 
out in a report from A. B. Coff- 
man, of Chicago, show manager. 
As of Aug. 8, the deadline for 
show space applications to be in- 
cluded in the first drawing, 254 
individual. contracts were on 
hand calling for 666 booths. This 
amounts to approximately two 
and two-thirds booths per con- 
tract. The exact importance of 
these figures will be more appar- 
ent when they are compared with 
those of the entirely successful 
Chicago show of last year which 
at: its opening included exhibits 
of 268 individual concerns. On 
the basis of contracts received so 
far this year, there seems little 
doubt but that the Cleveland 
show will open with 300 or more 
(exhibits, which compares with 
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‘See Record Representation 


| At Cleveland ASI Show 


the previous high record of 287 
in Atlantic City in 1932. 

Although repeated warnings 
were issued to manufacturers 
eligible to exhibit in regard to 
the Aug. 1 deadline for applica- 
tions to be included in the first 
show space drawing, Coffman re- 
ports that a considerable number 
did not get in under the wire. 
The important point now for 
those manufacturers who have 
not already filed their applica- 
tions is that they be in Coffman’s 
hands before Sept. 14, which is 
the date on which the show space 
drawing will be held in the Hol- 
lenden Hotel, Cleveland, O. 

The first drawing will be held 
on that date at 10 a.m. and will 
include the names of those firms 
whose applications for space 
were received prior to Aug. 1, 
except those members exhibiting 
for the first time. Applications 
received on or after Aug. 1, in- 
cluding members exhibiting for 
the first time, will be included in 
the second drawing which will 
follow immediately after the first. 
Applications received later than 
Sept. 14 will be allotted space in 
the order of their receipt. 


The arrangement of the new 
Cleveland Exposition Hall is such, 
however, that there will be very 
little difference in desirability 
among the spaces available. 


Owners Organize 
In Massachusetts 


Boston, Aug. 17.—“Stop Soak- 
ing Motorists” was adopted as 
the battle-cry of the Massa- 
chusetts Highway Users’ Confer- 
ence at its organization meeting 
Aug. 7. The group voted to af- 
filiate with the national confer- 
ence, and is the 32nd organiza- 
tion to do so. 

Resolutions adopted call for a 
survey of highway needs, high- 
way development and regulation 
— personal responsibility insur- 
ance and against “discrimination 
as now imposed by our present 
compulsory insurance law—state 
reciprocity governing motor ve- 
hicle movements—limiting to the 
state the exclusive right to tax 
motor vehicle owners—regula- 
tion of commercial vehicles be 
made to conform to national 
code—laws strengthened to pre- 
vent evasion of motor vehicle 
taxes—against diversion of high- 
way funds, and that the gasoline 
tax be reduced to two cents. 


Harry N. Stoddard, manager 
of the Boston Automobile Club, 
was chairman of the meeting. 
Harold C. Hart, chairman of the 
Massachusetts advisory commit- 
tee for the motor vehicle code, 
was toastmaster. Speakers in- 
cluded Roy F. Britton, director 
of the National Highway Users’ 
Conference, and James William 
Bryan, organizer of the same 
body. 


De Soto Sales Increase 


9% Week of August 11 


Detroit, Aug. 17.—Airflow De 
Soto sales showed a marked in- 
crease this week as according to 
L. G. Peed, general sales manager 
of De Soto. Peed announced 
that retail deliveries for the week 
ending Aug. 11 were up 9.4 per 
cent over the previous week. He 
said that sales for the past four 
weeks increased 14.7 per cent 
over the previous four-week 
period. 


Vote to Close Sunday 


Manchester, Conn., Aug. 17. — 
Twenty-four members of the Auto- 
motive Division, Manchester Cham- 
ber of Commerce, voted unanimously 
to close showrooms on Sunday at a 
meeting at Castle Farms Inn here 
Aug. 13. Speakers included Arthur 
A. Nielsen, state administrator of 
the motor vehicle retailing code, and 
H. W. Lemon, deputy administrator. 











By J. H. REED 


Atlanta, Ga., Aug. 17 (UTPS).— 


A heavier “backing up” of used 
cars than in a number of years 
at this time is reported by At- 
lanta automobile dealers, who 
are by no means satisfied with 
the manner in which the used 
car price section of the Auto- 
mobile Code is—or isn’t—work- 
ing out. 

When the Atlanta dealers en- 
tered into the code a year ago, 
one of the things which it prom- 
ised them, or which they be- 
lieved it promised, was a solu- 
tion to the problem of used car 
over-pricing and over-stocking. 
The solution didn’t solute, so to 
speak, and the dealers are much 
disgusted with it, and more than 
a trifle worried over what they 
are going to do with the stocks 
of used cars now rapidly accum- 
ulating on their hands. 


Need Adjustment Plan 

Putting it another way, they 
have discovered that a used car 
price suitable for the spring sea- 
son does not necessarily fit into 
the scheme of things, automo- 
tively speaking, for the summer, 
and that some adjustment will 
have to be made, either in their 
method of doing used car busi- 
ness, or in the prices allowed for 
used cars under the Code, if the 
situation is to be finally cleared 
up. 

“We find it practically impos- 
sible,” says one dealer, “to dis- 
pose of used cars of the 1932 and 
1933 models, yet normally these 
one and two-year-olds are the 
first to leave the used car divi- 
sion. We believe this is because 
the code price on one and two- 
year-old used cars is too high— 
to close to the price for new cars. 


The public would, naturally, 
rather have a new car than 
a used one, if there is not 


too much difference in the price 
asked. The only practical an- 
swer we can find for the problem 
is simply not to offer maximum 
code prices, but, as was always 
the case, just what we think a 
car is worth and no more. If the 
customer prefers to ‘shop’, it is 
to his benefit to get the best deal 
obtainable.” 
Too Much Buyer Bossing 

That there is another angle to 
the used car situation is revealed 
by another Atlanta dealer facing 
the used car pile-up problem. He 





Says: 
“Automobiie dealers cater to 
the owner to much. Every 


owner in these days and times 
knows exactly what the code 
price is on his used car. If he 
doesn’t know, you can bet that 
bottom dollar some dealer or re- 
pair man is going to inform him 
on the subject. He not only ex- 
pects to get that price, he de- 
mands it. And the automobile 
dealer, for reasons best known 
to himself, is literally afraid to 
offer him any less. The result 
is that dealers pay too much for 
their used cars. They always 


did. The system, however, is a 
little different today than in 
1932. 


“Take 1933 cars, for example: 
the last year’s models we are 
asked to take in have generally 
been owned by traveling men and 
have been literally driven to 
death. If they hadn’t been, I 
might point out, they would have 
kept them three or four years 
before being offered in trade. 


Require Larger Discounts 

“Well, the Code, we will say, 
allows us to offer $500 for a used 
car one year old. We offer it, 
for fear that if we don’t, some 
competitor is going to and we 
will lose a new car sale! The car 
is, probably badly worn down, 
and will require from $50 to $100 
in repairs to put it in condition. 
We pay it. It costs, say, seven 
per cent to sell it, with perhaps 
an additional bonus. We pay 
$35 to $50 to move it out. Be- 
fore we get through with it, 
that car has cost $650, and we 
will be more than lucky if we 










succeed in securing that much 
Dealers are losing money 
on almost every 1933 used car 


for it. 


they are selling. 


“The only solution, as I see it, 
is to allow a discount of at least 
20 per cent from the code price 
in selling used cars in order to 
take care of repair and selling 


expense.” 


That dealers should not offer 
code prices to the public in order 
to sell is the advice of another 


dealer. 
“Dealers,” 


for used cars. 
the average price such a car, in 
perfect condition might be ex- 
pected to bring. They are high- 
water marks, as it were, above 
which they may not go. As a 
general rule, the automobile 
dealer should stay well below 
these levels in his trading, no 
matter what the car owner 
wants or what his competitor 
may do. If he will remember 
this, he will find that the Code is 
not so bad after all. 


Too Anxious for Sales 

“It isn’t the Code that is pri- 
marily at fault—it is the man- 
ner in which we abuse it. 

“The whole thing as I see it,” 
he said, “is summed up in the 
fact that the dealer is too anx- 
ious to sell a new car. He is so 
intent upon doing this that he 
loses sight of everything else, 
and his business inevitably be- 
comes unbalanced. He goes off 
the deep end in his used car di- 
vision. If he would pay less at- 
tention to selling his new stock 
and more to maintaining what I 
will call a balanced business, he 
will be much better off.” 


Truckmen Urge 


Early Approval 
Of Cost Formula 


Washington, Aug. 17.—Early 
approval by NRA of the pro- 
posed cost formula by which 
rates and tariffs will be calcu- 
lated in the trucking industry 
was urged here this week by the 
National Code Authority of the 
industry. Delay so far encount- 
ered in obtaining official action 
on the formula has resulted in a 
continuance of the chaotic and 
disturbing rate structure in the 
industry and has served as an 
obstacle to obtaining full code 
compliance, NRA officials were 
told. 

In a meeting with NRA repre- 
sentatives, a special committee 
of code authority members went 
vigorously to the defense of the 
depreciation and insurance pro- 
visions of the suggested formula. 
Departure from the _ proposed 
provisions relating to these two 
items of cost, committee mem- 
bers declared, would defeat the 
entire purpose of the formula. 

The inevitable results were de- 
clared to be unfair differentials 
between competitors, the substi- 
tution of estimates in lieu of 
scientific measurements of in- 
surance, and estimates where 
facts are to be ascertained in 
connection with depreciation. 
These in turn are bound to be 
accompanied by the setting up 
of rates which are subject to 
rapid and disastrous change and 
the creation of an unfair advan- 
tage in favor of financially 
strong operators, the code au- 
thority charges. 


Tires Up in Canada 

Montreal, Aug. 17.—Tire prices to 
the consumer have been advanced 
throughout Canada, the increase be- 
ing less than five per cent. Owing 
to the differences in excise tax paid 
on different types of tires, actual 
increases vary to some extent, but 
no increase of greater than five per 
cent has been made. 


























says this Atlantan, 
“should remember that the prices 
fixed in the code are not average 
prices to guide them in paying 
They represent 
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Atlanta Dealers Running 


Into Used-Car Trouble 





Barney Oldfield and his crew of “hell-drivers” report that approxi- 

mately 80,000 visitors to the Century of Progress exposition have been 

given complimentary rides in the streamlined De Sotos and Chryslers 
since the Fair opened, 


Trade Chief Lauds Stand 
Taken By ADN on Code 





Chicago, Aug. 17.—In line with 
its policy of segregating associ- 
ation and code activities, the 
Chicago Auto- 
mobile Trade 
Assn. announces 
through M. J. 
Lanahan, presi- 
dent, the resig- 
nation of Lafay- 
ette Markle as 
general man- 
ager. Markle 
will henceforth 
devote his en- 
tire time to his 
duties as vice- 
chairman of the 
Metr opolitan 
Chicago state advisory commit- 
tee, and commissioner of the 
motor vehicle retailing trade 
code in this area. 

By action of the association’s 
officers and directors, G. H. Per- 
kins has been appointed as temp- 
orary executive secretary. Before 
becoming identified with the 
CATA, Perkins was with the 
General Motors Management 
Service, and previous to that with 
Willys-Overland, Inc., as assist- 
ant to the northwest regional 
manager. 

Other appointments are Harri- 
son Goldsmith to take charge of 
the association’s dealers opera- 
tions, and P. D. Nestel as head 
of the employment department. 

In his bulletin to members an- 
nouncing the | new set- “up, Presi- 


APEM in Survey 
To Find Average 
Pay in Industry 


Lafayette 
Markle 





Detroit, Aug. 17.—A survey is 
being made by the Code Author- 
ity committee of the Automotive 
Parts and Equipment Manufac- 
turers to determine the average 
rate of pay for various classes of 
work within the industry. 

A short time ago the associa- 
tion assembled such information 
for 20 manufacturers in a given 
area and found the information 
very valuable to the manufactur- 
ers, especially when questions of 
wages were up for discussion with 
committees representing labor. 


The association has submitted 
blank forms to all of its member 
firms requesting that they list the 
maximum, minimum, and average 
rate of pay for both male and 
female workers. 

In every case, the association 
states, an individual manufactur- 
er’s rates will be held strictly 
confidential, and only the rates 


Popular With Exposition Crowds 








Pontiac Makes 
Rigid Tests in 
Western Desert 





Muroc Lake, Cal., Aug. 17.—A 
new method for motor. car 
demonstrating was adopted here 
this week when 260 members of 
the Pontiac organization and 32 
newspapermen from all parts of 
Southern California participated 
in a field day devoted to testing 
of speed, economy and riding 
ease on the dry bed of this fa- 
mous proving ground. 

Preparations made in advance 
by a crew sent out to this desert 
lake from Los Angeles, 110 miles 
away, included laying out a two- 
mile straight-away speedway, a 
five-mile economy course and a 
200-yard knee-action track. Holes 
ranging from six to 12 inches in 
depth were dug in the knee- 
action course. 

A cook tent and mess tent 
were set up. 

All members of the party took 
part in the three tests. Twelve 
stock cars were used and in 85 
dashes across the lake the cars 
ranged in speed from an average 
of 85 to 93 miles an hour. Econ- 
omy tests which were conducted 
at from 30 to 45 miles an hour 
showed from 19 to 24 miles per 
gallon. 

The ride test over the 200-yard 
course was a comparison between 
a 1933 model car and a 1934 
Pontiac with knee-action. The 
course was so rough that it was 
difficult to remain in the seat of 
the older model even at a speed 
of five miles an hour. 















dent Lanahan takes occasion to 
praise the stand of Automotive 
Daily News on the code. He 
says: 

“We pledge ourselves to enthus- 
iastically indorse the automotive 
retailing code. As stated in the 
current issue of the Automotive 
Daily News, it is either ‘Code or 
Chaos.’ We feel sure that con- 
ditions from a code standpoint 
will improve very materially in 
the immediate future and that 
better days for the automobile 
dealer from a code standpoint 
are just ahead. 

“Our membership at present is 
the largest it has been at this 
period in many years, and it is 
increasing as the weeks go by.” 


Sales Chief Named 


Chicago, Aug. 17.—Ralph Crosier, 
has been appointed sales director 
of Lub-O-Meter, Inc., Chicago. 













International Nickel 


New York, Aug. 17.—The Interna- 
tional Nickel Co., of Canada, Ltd., 
reports net profit for the second 
quarter of 1934 of $4,963,366.88, as 
compared to net profits of $5,049,- 
275.91 in the preceding quarter. 
After provisions for the quarterly 
dividend on the preferred stock, this 
profit was equivalent to 31 cents 
per common share. Net profit for 
the first six months of 1934 amount- 
ed to $10,012,642.39, as compared 
to a net profit of $1,862,888.51 for 
the first half of 1933. 



















BIGGEST 


DEALS IN 
DETROIT 


{ 
have 


on our table-cloths 


been figured out 


The English Grill at the “Book”—Detroit’s 
official ‘‘conference room.” It’s a man’s affair 
for men of affairs. Paneled in fumed oak. 
Comfortable arm-chairs. Hale and _ robust 
foods. And drinks. All the luxury of a pri- 
vate down-town club—without dues. But it’s 
luxury without luxurious price. Plate lunch, 
60c. Club luncheon, 80c. Cocktails from 30c. 
The English Grill is reserved exclusively 
for men. We know they’ll enjoy it 
and it’s air conditioned. 


¢ English Grill - 


MEZZANINE FLOOR 


Book-Cadillac Dapiel 


J. E. FRAWLEY, Manager . J, CHITTENDEN, Jr., Resident Manager 


1200 OUTSIDE atinen each with §$ 
bath and circulating lee water. . 
DIRECTED BY NATIONAL HOTEL MANAGEMENT COMPANY, 
RALPH HITZ, President J. E. FRAWLEY, Vice-President 


Other hotels under direction of Ralph Hitz: HOTEL NEW YORKER and HOTEL 


INC. 


for an entire community or &| LEXINGTON, New York; NETHERLAND PLAZA, Cincinnati; RITZ-CARLTON, 


product group will be published. 





Atlantic City; VAN CLEVE HOTEL, Dayton. 












The News of Automotive Advertising 
By RAY BLACKWELL 





Bape a month or so ago an innovation was introduced 
in the field of outdoor advertising. At that time, 
unlike any previous poster of national release, appeared 
in leading cities throughout the country, a LaSalle poster, 
It differed from the conventional 
type of display in tnat the design itself extended to the 
panel frame, eliminating completely the customary white 
border, giving an impression of greatly increased size by 
contrast with the ordinary type@—— 
Stirling Getchell, 
Plymouth advertising agency, 
and placed by the Lee Anderson 
Advertising Co. 


Chrysler account. 
* * 


CLARKE C. WILMOT is 
in Detroit and has become affili- 
ated with the Brooke, Smith & 
French advertising agency. 
mot is widely known in Detroit 


upon the poster boards. 


of poster. 

In short, this LaSalle poster 
introduced the bleed treatment to 
the outdoor medium. The idea 
was quickly followed up by 
Campbell-Ewald, creator of the 
bleed poster treatment, with 
another bléed—this time for its 
client, the Pontiac Motor Car 
Co. 

The widespread interest which 
followed the appearance of these 
posters made it necessary for 
outdoor plant operators to arrive 
at a definite policy regarding the 
placing and pricing of this new- 
style poster design. 

* ea * 

IT WAS immediately apparent 
that bleed posters were more 
expensive to put up than stand- 
ard posters. Likewise it was 
quite evident that they com- 
manded greater attention when 
posted alongside the conven- 
tional type of poster. Therefore, 
reasoned the plant’ operators, 
“bleed” posters should cost more 
because they offer greater value, 
but if this same greater value is 
sought by enough advertisers the 
bleed idea will defeat the very 
purpose it set out to accomplish 
—maximum attention value. For 
it must be kept in mind that the 
present standard poster panel is 
the result of years of study and 
experimentation in order to ob- 
tain the greatest possible visibil- 
ity. The amount of space that 
the design, the white border, and 
the wooden frame itself occupy 
on a standard poster has been 
carefully worked out so as to set 
off each individual board regard- 
less of the number of boards in 
the display. If, for example, 
bleed posters were universally 
adopted, one advertiser’s message 
would run right into the posters 
on either side, thus turning what 
might be an effective advertising 
display into an incoherent and 
ineffective jumble. Therefore, to 
avoid the possibility of unsatis- 
factory displays the Outdoor Ad- 
vertising Assn. of America has 
recommended to its members 
that bleed posters such as those 
recently shown by LaSalle and 
Pontiac be not accepted for fu- 
ture posting. 

Anyway, Gene Zuber, manager 
of the outdoor department of 
Campbell-Ewald and sponsor of 
the bleed idea, got his money’s 
worth for his clients and gave 
the outdoor industry something 
to think about before the bars 
went up. 

* a * 

ONE CAMPAIGN for two cars 
is not only good economy but 
good advertising when you have 
such a unique feature as the 
automatic overdrive now being 
used in both the Airflow Chrysler 
and De Soto. In order not to 
break the continuity of the indi- 
vidual campaigns now being run 
by both companies, and to give 
to the new feature the space and 
attention it deserves, it was de- 
cided to launch a special cam- 
paign on automatic overdrive 
rather than attempt to inject this 
feature into current Chrysler and 
De Soto advertising. 

The first ad of series, headed 
“At 45 Miles an Hour a Miracle 
Happens,” appears in the Satur- 
day Evening Post, Colliers, Time, 
and the New Yorker. It tells of 
the thrill and the economy that 
the automatic overdrive puts into 
motoring, rather than offering 
any mechanical explanation 
which might be more apt to con- 
fuse than inform the reader 
about the new development. The 
copy is being prepared by J. 
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At 45 Miles an Hour ‘ 
eee HAPPENS 5 





CHRYSLER bi lon DE. soTo 


De Soto and 


In Chrysler ad “Life begins at 45” 
or what have you, two birds are 
killed with one stone. Both Chrys- 
’ ler and De Soto benefit. 

back . 


handling the 


advertising circles since 1921, at 
which date he was with McKin- 
ney, Marsh & Cushing, working 
on Ford and Lincoln advertising. 





Wil- 


He also was associated with C. 
C. Winningham, Inc., in the ca- 
pacity of vice-president and gen- 
eral manager. More recently he 
has been with Fuller, Smith & 
Ross in both Cleveland and New 
York handling advertising, pfo- 
motional and field research ac- 
tivities. 
* * * 

THE HOWARD CRAWFORD 
Co. of Detroit, which is introduc- 
ing the Crawford unit, which can 
be applied to any hot water auto- 
mobile heater, converting it into 
a steam heater, has appointed 
MacManus, John, Adams, Inc., 
Detroit advertising agency, to 
direct its advertising. 


Open House at AC 


Flint, Mich., Aug. 17—Plans have 
been announced by Fred S. Kim- 
merling, president of AC Spark Plug 
Co., for the first annual visitors’ 


day at the local plant Aug. 22. The 
company has not had regular visit- 
ing hours such as other automobile 
plants have. Inauguration of an 
annual visitors’ day will enable the 
public to inspect the operations of 
AC in making 26 different products, 
Kimmerling said. 
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3,300 Deliveries 
By Chrysler Men 
Week of | Aug. ll 


Detroit, ine 17.—Retail deliv- 
eries of Chrysler and Plymouth 
cars by Chrysler Sales Corp. deal- 
ers in the week ending Aug. 11 
were 2.7 per cent higher than 
those reported in the correspond- 
ing week last year and almost 
three times as great as those in 
the corresponding week of 1932. 

Chrysler dealers delivered 577 
Chryslers and 2,523 Plymouths, a 
total of 3,300 units, in this week. 


The total deliveries by Chrysler 
dealers of Plymouth and Chrys- 
ler and Plymouth cars for the 32 
weeks of 1934 ending Aug. 11 
amounted to 95,418 units, an in- 
crease of 35.8 per cent over the 
70,256 units reported in the corre- 
sponding 32 weeks of 1933 and 
100.4 per cent over the 47,611 
units reported in the first 32 
weeks of 1932. 





| HEY give a piece of wire a special twist, to make it hold. That’s what the editors give 


The American Magazine—a special twist. A simple thing, yet so rare that only a few 


publications have it.. 


THE CROWELL 


.that editorial twist which holds readers and gets advertising results. 


American suo. ee 


PUBLISHING COMPANY. 


. Publishers of Collier's, Woman's Home Companion, 


The Amer 


ican Mag 


azine, and he Country Home 
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This Was--- 


Automotive Daily News 


THIRD WEEK IN AUGUST, 1926-1933 


1926 
Ford orders three new boilers | 
which, with the one he has will | 


give him the four largest steam 
generating plants in the world 
. Packard line, just announced, 


includes’ sixteen models ‘ 
Prices remain unchanged on 
new 1927 Chevrolets ... Foreign 
shipments of wheeled tractors | 
totaled 32,109 in the last six 
months Hupmobile sales 
thus far in 1926 top all of 1934 


. H. J. Klingler is appointed 
assistant sales manager of Chev- 
rolet Motor Co. ... Dealers of 


Buffalo report most profitable 
automobile season .. . Crude 
rubber drops to 41.04 cents in| 


i 
reserve fund intact... Steel out- 
put is pushed up to meet heavy 
automobile demand. 
1927 

General Motors’ directors call 
common stockholders to approve 
doubling shares Goodyear 
brings out new line of truck 
tires ... Texas tire dealers form 
state association Heavy 
steel shipments being made in 
Pittsburgh district to Chevrolet, 
Buick, Studebaker, Hudson and 
Nash .. . Rubber imports con- 
tinue gains over a year ago. 
Automobile exports gain 23 per 
cent in value during the first 
six months of the year . 
Labor sags as plants work on 
plans for new cars .. . Larger 
engine features new Chrysler 
car General Motors July 
sales rise 56 per cent over 1926 

. Output of crude oil is slight- 
ly less than the preceding week. 

1928 

W. S. Knudsen, president of 
Chevrolet and R. H. Grant, vice- 
pfesident of General Motors are 
on a three weeks’ tour of the 


western half of the United 
States Electric Auto-Lite 
doubles production . . Durant 


lauded at Flint as one of city’s 
builders . . . Ford daily produc- 
tion is 3,500 with a goal of 
10,000 . . . Employment in Ohio 
shows slight decline ... Lee J. 
Eastman of New York, made 
vice-president of Packard 

Tire makers announce revised 
warranty of pneumatic tires... 


U. S. Rubber keeps its | 





Winton Engine Co. of Cleveland | 


is reorganized Chevrolet 
officials inspect new plant at 
Kansas City. 

1929 


Heavy demand is reported for 
space at M.E.A. show to be held 
in Chicago Nov. 4... Pennsyl- 
vania railroad will take over bus 
lines in Western New York... 
Stutz reports record car ship- 


ments in July . Motor car 
dealers of northern California 
organize . . . Chevrolet’s fall sales | 


program placed at 300,000 . 
Cord Corporation purchases Co- 
lumbia Axle Co. General 
Motors sales in July exceed year 
ago by good margin ... Budd 
gets $30,000,000 automobile body 
order . . . Cleveland Tractor Co. 
gets big order from Soviet gov- 
ernment ... Continental Motors 
forms aircraft engine division 
. Industries report high em- 
ployment levels during July. 


1930 


Drouth in West has not had 
any marked effect on automobile 
sales . Car makers holding 
their raw material inventories to 
lowest level in history . . . Chev- 
rolet lowers prices on four body 
models . . Ford’s new Buffalo 
plant to have 400-car capacity 

. Dealers in Vancouver hold 
their annual 

. New England truck sales off 


11.3 per cent in half year .. .| 


Forty-three out of fifty com- 
panies report profits . . , Indus- 
try makes united attack on junk 
problem ... July car sales run 
ahead of June... Detroit busi- 
ness shows increase in _ past 
week ... General Motors con- 


sumer sales are ahead of ship- 
ments to dealers. 


automobile show | - 


1931 
New car stocks 
hands is placed at 
lowest in years... 


NSPA head, 


urges 





in dealers’ 
268,000, the 


Ned Chalfant, 


utmost pre- 


cautions against disparaging ads 
. Shippers plan to use trucks 


if railroads 
Automotive 


increase 
exports 


rates 


are off 47 


per cent for the first six months 


of the 
tion placed 


oar... 


and new 





low priced cars are expected... 
General Motors improves financ- 
ial position during the first half 
of the year Youngstown 
steel plants are operating at a 
new high level. 


1932 
American Austin announces it 


is 400 cars behind on orders... 
Plymouth shipments for 


months are 162 per cent of the | 


same period in 1931 . Ohio 
steel plants boost production... 
Wholesale price index shows 
biggest week’s gain in 19382... 
Improved farm and commodity 
prices bring cheer to automobile 
business .. . Oil refinery activity 
shows slight gains Willys 


advocates universal five day 


August produc- | week plan for all industries... 
at 200,000 


' July truck sales off in 27 states 








seven | 


Detroit cheered by better 
sales as production schedules 
lag. 

1933 
Emergency Committee of Na- 
tional Automobile Dealers’ Assn. 
meets in St. Louis to draft the 
code. ... First authentic projec- 
tion as to 1933 production. NACC 
| estimated 1,800,000 units, of which 


1,500,000 are passenger cars... . 
Cord Corp. gains control of 
Checker Cab Mfg. Co... . Meed 


F, Moore made chief engineer of 
Nash. Chicago Automobile 
Trade Assn. stages open-air show 
in Grant Park. ... J. M. Cleary, 
former president of White, 
comes vice-president of Roche- 





tising agency in Chicago. 


be- | 


Williams & Cunningham, adver- | 


Plymouth Sales 
Continue Gains 


Over Last Year 


Detroit, Aug. 17—Retail sales 
of Plymouth cars for the week 
ending Aug. 11 again exceed the 
comparable week of last year, ac- 
cording to the corporation, 

A total of 7,536 retail Plymouth 
deliveries were reported during 
the week, compared to 6,717 for 
the same week of 1933, a 12.2 per 
cent increase. 

Plymouth sales have been hold- 
ing well throughout the usual 
summer sales decline. An an- 
alysis of July sales in 106 major 
cities in the country showed a de- 
‘ cline of 9.9 per cent. 








LATEST CUMULATIVE NEW PASSENGER CAR 


These cumulative figures, showing the number of new automobiles registered in each state during the preceding month are published in Automotive Daily News 


immediately upon release twice weekly. 










CHRYSLER GROUP 


Metropolitan New York area which 
















































Figures supplied by R. L. Polk & Co. 


FORD GROUP 


with exception of New Jersey, 
are compiled by Sherlock & Arnold. 

















supplied by New Jersey Motor List Co, 


GENERAL MOTORS GROUP 


and 


HUDSON GR’P 
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Special Trains 
Bring 225 For 


Ford Deliveries 





Detroit, Aug. 17.—Two hundred 
and twenty-five residents of five 
Southern states arrived in De- 
troit this week, in two special 
trains for an inspection trip at 
the Ford Motor Co., and Green- 
field Village and to take delivery 
on more than 200 new Ford auto- 
mobiles for a vacation tour in 
Northern states. 

They represented Alabama, 
Georgia, North and South Caro- 
lina, and Tennessee. 

Arriving at a siding near the 
Ford Administration Building, 





the group traveled in buses to 
the Rouge plant for an inspec- 
tion trip. They were entertained 
at luncheon at Dearborn Inn, 
and in the afternoon inspected 
Henry Ford’s Greenfield Village, 
taking delivery on their Ford 
cars later. 

The great part of the vacation 
group left Detroit, driving their 
cars to Chicago to visit the Ford 
Exposition Building and other 
exhibits of the 1934 World’s Fair. 
They planned to make a leisurely 
return trip in their new cars to 
their Southern homes. 

The special trains came here 
from Atlanta, Ga., and the vaca- 
tionists were in charge of the 
Atlanta Branch of the Ford 
company. The new Ford cars 
were delivered as they came off 
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Chamber Brief 


the assembly lines at the Rouge 
plant. 

Another special train brought 
100 star Ford truck and com- 
mercial car salesmen to Detroit 
from the Ford Exposition in 
Chicago, where they spent Sun- 
day. The salesmen were from 
the Indianapolis Branch terri- 
tory and received the trip to 
Chicago and Detroit as a reward 
for meeting and exceeding their 
sales quota during WJuly and 
August. 


New Quarters 


Toronto, Can., Aug. 17.—The Pur- 
chasing and Sales Department of the 
Moto-Meter Co. of Canada, Ltd., 
moved into new quarters at 1360 
Dufferin Street, on Aug. 1. The 
company was formerly located in 
Hamilton, Ont. 


REGISTRATIONS 23° STATES JULY 


The complete cumulative figures will appear every Saturday, until all 48 states or completed United States totals for the month have been printed. 
New states shown today include California, Indiana, Louisiana, Minnesota, Montana, Nevada, South Dakota, and the District of Columbia. 





STATES 





NASH GROUP 














NON-AFFILIATED MANUFACTURERS 









Protests 


Proposed “Spotting” Fee 


New York, Aug. 17.—Opposi- 
tion of the automobile industry 
to the proposed recommendations 
of W. P. Bartel, director of serv- 
ice of the Interstate Commerce 
Commission that railroads charge 
extra fees for the placing or 
“spotting” of freight cars on 
factory railroad sidings was reg- 
istered in a brief filed with the 
Commission recently by J. S. 
Marvin of the National Auto- 
mobile Chamber of Commerce. 

The proposed action is also 
of great concern to car dealers, 
who, in the final analysis, must 
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absorb the added cost. 

Nine reasons why Bartel’s 
proposed plan would be unfair 
to and discriminatory against 


the automobile industry are 
enumerated in the Chamber’s 
brief, 

Declaring that the railroads’ 


line haul rates have been fixed 
to include the service of placing 
ears for loading and unloading, 
the traffic managers of the auto- 
mobile industry maintained that 
adoption of the proposal would 
render present rates unreason- 
able and make them subject to 
a demand for readjustment. 
“Spotting” Aids Rails 

Cost studies of rail operations 
were cited as proof of the fact 
that the expense to the rail- 
road of performing this “spot- 
ting” service is not unduly bur- 
densome nor was it unantici- 
pated when the line haul rates 
were fixed. Morever, the placing 
of cars within large plants is of 
great advantage to the railroads 
because it simplifies the collec- 
tion of large volumes of revenue 
traffic. 

The Commission was also re- 
minded that any increase in the 
cost of rail service would en- 
courage the use of trucks and 
waterways in the handling of 
automobile shipments. 

In their brief, the traffic mana- 
gers compared the tracks at 
factories to “a nation-wide sys- 
tem of sidings producing line 
haul revenues.” 

Traffic Managers Sign 

“The railroads can offer no 
substitute for it as an alternative 
to the proposed new additional 
charge,” the brief declared. “It 
is based on a rate-making prac- 
tice as old as the American 
railroads. It puts the railroad at 
the shipper’s door and in this re- 
spect is one of its greatest needs 
today.” 

Other representatives of the 
industry who signed the brief 
are:—E. N. Hodges, traffic mana- 
ger, Hupp Motor Car Corp.; J. 
H. Myler, director of _ traffic, 
Chrysler Corp.; F. A. Allen, traf- 
fic manager, Hudson Motor Car 
Co.; R. L. Reese, traffic manager, 
Buick Motor Co.; C. R. Scharff, 


| traffic director, Chevrolet Motor 


G. M. Sherman, general 
traffic manager, Studebaker 
Corp.; W. H. Lougheed, traffic 
manager, Graham-Paige Motors 
Corp.; and K. A. Moore, assis- 
tant traffic manager, NACC. 

The interest of the Chamber 
members in this problem is in- 
dicated by the fact that the 
shipping and receiving of freight 
at their factories represented 
approximately 365,000 carloads 
of railroad revenue in 1933. 


Co.; 


Coming Events 


SEPTEMBER 


9-10—Muskegon, Mieh. Automotive Matnte- 
nance Assn. of Michigan. Convention. 

10-14—Cleveland, ©. American Chemical Be- 
ciety Meeting. 

11-12—Louisville, Ky. Kentucky Petroleum 
Marketers Assn. Fall Convention. 

12-14—Atlantic City, N. J. North American 
Gasoline Tax Conference. 

19-2i—Atiantie City, N. J. Natl Petroleum 
Assn. Meeting. 

20-22—Washington, D. C. Trade Assn. Exec- 
utives Meeting. 

21-22—Cleveland, O. Natl Assn. Motorbus 
Overators’ Annual Meeting. 

22-27—Cieveland, 0. American Transit -Asm. 
Convention and Show. 

26-27—Columbus, 0. Ohio Petroleum Market- 
ers Assn. Convention. 


OCTOBER 


1-5—New York, American Society for Motals 
Meeting. 

1-5—Cleveland, O, American Society of 
Safety Engineers’ Meeting. 

1-5—New York. American Welding Society 


Meeting. 

1-5—New York. Natl Metal Congress and 
Exposition, 

1-5—Cleveland, O. Natl Safety Council 


Meeting. 

4-14—Paris, France, Automobile Salon. 

11-20—London, England. International Aute- 
mobile Show. 

12-13—Tulsa, Okla. American Institute 
Mining and Metallurgical Engineers, 

22-26—Philadelphia, Pa. American Foundry- 
men’s Assn, Convention. 

22-26—Philadelphia, Pa. International Foun- 
dry Congress, 

31-Nov. 2—New York. Natl Foreign Trade 
Council. 


of 
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GM Savings, Investment Plan Helps 


Funds Provided Big 


Aid 


During Depression Years 


Detroit, Aug. 17.—More than 50,000 employes of Gen- 
eral Motors Corp. are participating in the General Motors 
Employes’ Savings and Investment Fund Plan, it is dis- 
closed in a booklet just issued to employes. 

The Savings and Investment Fund is the plan by which 
General Motors helps its employes to build a surplus 
against emergencies and old age, and enables employes to 
participate in the progress of the corporation. 


The manner in which the Sav- 
ings and Investment Plan served 
as a form of unemployment re- 
serve during the darkest days of 
the depression is disclosed by 
some of the figures released in 
the booklet. On Jan. 1, 1930, the 
employes had reserves in the 
fund of $90,000,000. These funds 
were heavily drawn upon in 1930, 
’31 and ’32. 
1932 when employment and pay- 
rolls were at low ebb, more than 
$44,000,000 was distributed. And 

et, at the end of 1932, due to 

urther payments into the fund 
by the employes and the corpo- 
ration, the employes still had 
reserves of $60,000,000. 

The Savings and Investment 
Fund Plan works as _ follows: 
Any employe of General Motors 
Corp. and its subsidiaries in the 
United States, who has been in 
continuous’ service for’ three 
months and whose rate of earn- 
ing is not more than $4,500 a 
year, is eligible. Employes au- 
thorize the deduction from their 
wages or salaries for payment 
into the Savings Fund in 
amounts of $5 or multiples of $5, 
but not more than 10 per cent 
of wages or salaries received, 
and, in no case, can more than 
$300 be paid in by one individual 
in any onc year. 

The employes are paid five per 
cent per annum, on their savings, 
compounded annually, 


Investment Fund 


When the employe thus joins 
the savings fund he automati- 
cally participates in the invest- 
ment fund. This is a fund estab- 
lished by the corporation into 
which it pays an amount equal 
to 35 per cent of the net pay- 
ments of the employes into the 
savings fund. The money thus 
paid in by the corporation is in- 
vested in common stock of Gen- 
eral Motors Corp., as is also the 
income therefrom during the life 
of the class, and accrues to the 
benefit of the employes. 

Thus to the original savings of 
the employe there is added the 
following: 1. Five per cent in- 
terest, compounded annually; 2. 
The corporation’s contribution of 
common stock at the close of the 
formation of the class equal to 
35 per cent of the amount saved 
by the employe; 3. Additional 
common stock resulting from the 
reinvestment of dividends re- 
ceived on the common stock held 
in the investment fund. 

To illustrate: An employe 
saves $10 per month or a total 
of $120 during a given year. 


the end of five years the em- | 


ploye, from this investment, has 
his original $120 coming to him 
plus $36.66 interest plus $48.42 
from the investment fund, arbi- 
trarily assuming that the value 
of the common stock would be 
$35 a share and paying the pres- 
ent regular dividend rate. The 
total amount received by the 
employe at the end of five years 
on this basis would be $205.08. 


Insurance Plan Popular 

Since the inception of the plan 
in 1919, employes had paid into 
the fund up to Dec. 31, 1933, a 
total of $137,074,985. During the 
same period there was distrib- 
uted to employes $190,182,263 in 
cash and securities. There had 


been added to the employes’ sav- | 


ings, through interest and the 


operation of the investment fund, 
a total of $92,875,297. 
Another booklet issued at the 





For instance, during |° 


At | 


oO qu“ 
| 


same time discloses that the lat- 
est calculation shows 147,942 em- 
ployes are covered for at least 
$2,000 of life insurance under the 
General Motors Employes’ Group 
Insurance Plan, in the United 
States and Canada. 

Since the insurance plan was 
adopted more than $14,450,000 in 
death claims and $5,052,000 in 
sickness and accident claims 
have been paid to General Mo- 
tors employes. 


18 New Member 
Firms Included 
In MEMA Roster 


New York, Aug. 17.—Eighteen 
more manufacturers of automo- 
tive products recently have be- 
come affiliated with the Motor 
and Equipment Manufacturers 
Ass’n making a total of 43 addi- 
tions to the MEMA roster since 
Jan. 1. 

In a recent bulletin to the 
MEMA membership, listing all 
companies which had become af- 
filiated with the association 
since the first of the year, A. H. 
Eichholz, general manager, 
traced this record-breaking num- 
ber of new additions to growing 
confidence in the future of the 
industry as well as to the favor- 
able impression being made on 
the industry by the work of the 
MEMA. 

Following are the 18 newest addi- 
tions, which with the 25 previously 
announced, bring the total to 43: 
Automotive Products Co., Cleveland, 
O.; Accurate Parts Mfg. Co., Cleve- 
land, O.; Baldor Electric Co., St. 
Louis, Mo.; Bishop & Babcock Mfg. 
Co., Cleveland, O.; Columbian Vise 








& Mfg. Co., Cleveland, 0.; Dayton 
Rubber Mfg. Co., Dayton, O.; Dill 
Mfg. Co., Cleveland, O.; Electric 
Heat Control Co., Cleveland, O.; 
Gatke Corp., Chicago, Ill.; Hoover 
Steel Ball Co., Ann Arbor, Mich.; 


Harley Soap Co., Philadelphia, Pa.; 
Hyvis Oils, Inc., Warren, Pa.; K-D 
Lamp Co., Cincinnati, O.; Murphy 
Varnish Co., Newark, N. J.; Packard 
Electric Div. of General Motors 
Corp., Warren, O.; Perfex Radiator 
Co., Milwaukee, Wis.; A. Schrader’s 
Son, Inc., Brooklyn, N. Y.; C. Spiro 
Mfg. Co., Dobbs Ferry, N. Y. 


Buick yey Are 
Higher This Year 


Flint, Mich., Aug. 17.—Domestic 
| retail sales of Buick motor cars 


during the first 10 days of 
| August totaled 2,044 compared 
| with 2,365 in the last 10 days of 


July and 1,235 in the first 10 days 
of August, 1933, it is announced 
| by W. F. Hufstader, Buick gen- 
eral sales manager. 

The total for the period, the 
best for any corresponding period 
in the past four years, is season- 
| ally off from the last 10 days of 
| July but constitutes a 65 per cent 
| gain over the first 10 days of 
| August last year, Hufstader 
| pointed out. 





Gorey is Named 


New York, Aug. 17.—J. C. Gorey, 

| formerly president of Gorey Auto- 
motive Parts, has been signed to 

| represent Wheel, Inc., with the fleet 
| operators handling Timken and 


Wisconsin axles, Ross steering gears, 
Spicer universal joints, and Brown- 
Lipe gears. 





Employes 





GM EF oremen Learning How 





Above are shown foremen from the Oldsmobile plant in Lansing, 


Mich., 


being instructed on handling men, promoting shop safety, 


improving working conditions, increasing efficiency, and other points 


in plant operations. 
wail sciboiai 





Instructors are on the GM Institute staff. 


Imperial Airflow Sets 


New Marks i 


Detroit, Aug. 17. Seventy-two | an 
new closed stock car records have 
been made by an Airflow Chrys- 
ler Imperial coupe, according to 
official figures released by W. D. 
Edenburn, Detroit regional direc- 
tor of the contest board of the 
American Automobile Assn. This 
list includes every high gear 
closed stock car record from a 
flying start up to 2,000 miles and 
24 hours recognized by the con- 
test board. Thirty-seven of these 
records are in Class B (cars of 
from 304 to 488 cubic inch piston 
displacement) in which the Air- 
flow Chrysler Imperial with 323.5 
cubic inches piston displacement 
is listed, and 35 in the unlimited 
stock car class, which includes 
ears of any piston displacement. 
In addition to the flying start 
records, the Airflow Chrysler set 
one standing start record and two 
for low gear runs. 

2,026 Miles in 24 Hours 

In making this clean sweep of 
every closed stock car record, the 
Chrysler averaged 95.70 miles per 
hour for one mile, 90.04 miles an 
hour for 500 miles, and 84.43 for 
24 hours. It covered 2,026.32 
miles in 24 hours, being the first 
closed stock car ever to attain as 
much as 2,000 in this time. The 
previous mark was 1,834.08 miles 
by a 16-cylinder car. 

Because of the variation in 
rules governing stock car re- 
quirements in different countries, 
no authentic world’s records can 
be compiled, but the Chrysler’s 
performance is far ahead of any 
credited to foreign cars. that 
would comply with American 
stock car specifications. 

The new Airflow Chrysler 
records were made on the Bonne- 
ville Lake course at Wendover, 
Utah, at an altitude of 4,360 feet. 
A 10-mile circular track was laid 
out on the dry salt beds of the 
Great Salt Lake Dessert, and the 
trials were under the direction of 
A. C. Pillsbury, Los Angeles re- 
gional director of the AAA con- 
test board for the Pacific Coast, 
who had charge of the timing 
and authenticated the records. 

Some of the high spots on the 
chart of new records are as 
follows: 

One mile 95.707 miles per hour, 
as against the previous record of 





92.66; five miles, 95.83 as against 
91.26; 10 miles, 95.75 as against 
86.99; 50 miles, 91.35 as against 
87.07; 100 miles, 94.52 as against 
86.68; 500 miles, 90.04 as against 
82.71; 1,000 miles, 81.18 as against 
72.51; 2,000 miles, 84.32 as against 
72.52; 24 hours, 84.43 as against 
72.50. 

The Airflow traveled the second | 
1,000 miles considerably faster | 
than the first 1,000, it is said, its | 
speed increasing as night drew | 


on and the heat lessened. The} 
last three laps were covered at} 
an approximate speed of 94 miles | 





in Speed Run 


The only pit stops 
fuel, 


an ” hour. 
made were for additional 
and tire change. 


The record run was timed by 
the photographic cell and short 
wave radio system, which is the 
newest to be designed, and was 
used here for the first time. 


The car was selected from the 
stock of the Chrysler Detroit Co. 
by representatives of the contest 
board of the AAA and driven to 
the scene of the run by Harry 
Hartz, accompanied by an AAA 
contest board representative and 
an observer. Following the trial 
the car was taken down and in- 
spected by an AAA contest board 
technical representative who 
again authenticated it as strictly 
a stock model. 








Attorney Appointed 


Chicago, Aug. 17.—Abe Cole, sec- 
retary, announces that the Illinois 
Standard Parts Assn. has appointed 
Charles Edward Newton of this city 
as attorney for the organization. In 
addition, a plan has been adopted 
by Mr. Newton whereby it may be 
possible for members, taken collec- 
tively, to pay a proportionate per- 
sonal property tax rather than be 
confronted with any possible bicker- 
ings in regard to the collection of 
the taxes. 


Show Increase 


In Employment 
At Car Plants 


Detroit, ine. 17.— Latest re- 
ports from the Michigan Depart- 
ment of Labor and Industry show 
an increase of 43 per cent in em- 
ployment in the automotive in- 
dustry in the state last month 
over July, 1933. The total amount 
of weekly payrolls during the 
month was $4,920,879. 

Comparison of the payrolls of 
July, 1934, and July a year ago 
show that there was an increase 
last month of 24.1 per cent. 

The survey covers 112 plants 
and shows 242,158 were em- 
ployed. 

There was a recession as be- 
tween June, 1934, and July, 1934, 
in employment of 7.1 per cent 
and a recession in the payrolls 
during the same period of 17.7 
per cent. 

In automobile tire manufactur- 
ing 4,341 employes were recorded 
in July, an increase of 11.2 per 
cent over July a year ago. Total 
weekly payrolls amounted to 
$89,902, a loss of 26 per cent from 
July, 1933, and a loss of 18.4 per 
cent from June, 1934. 


Proposed Bill Would 


Limit Truck Weight 


Albany, N. Y., Aug. 17.—A bill 
now before the New York state 
legislature would amend the pres- 
ent truck law as it applies to 
weight restrictions by reducing 
the wheel weight (when equipped 
with pneumatic tires) from 11,200 
pounds to 9,000 pounds. The 
weight on one axle would be re- 
duced from 22,400 pounds to 18,- 
000 pounds. 


The proposed law would per- 
mit a four-wheel vehicle 28,000 
pounds gross instead of the pres- 
ent allowance of 36,000 pounds; 
a six-wheel single unit would be 
permitted 38,000 pounds instead 
of 44,000, and a vehicle with eight 
or more wheels would be per- 
mitted 40,000 instead of 50,000 


pounds. 
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Leaf Spring Code Chief 


Makes His Plans Public 


Detroit, Aug. 17.—The Leaf 
Spring Institute, instead of en- 
deavoring to stress the price fix- 
ing clauses of the code as they 
apply to the leaf spring industry, 
has taken an entirely new stand 
in endeavoring to make the code 
popular and is going direct to the 
public with its story, stressing 
the protective features of the 
code as it pertains to car owners. 


J. H. Shoemaker, commissioner, 
in co-operation with leaf spring 
manufacturers and others, is tak- 
ing his code message direct to 
owners and drivers, telling them 
the protection they are receiving 
under the new measures and the 
assurance that they are getting 
just what they pay for when 
they buy springs. 

Following is a bulletin just is- 
sued by Shoemaker to members | 
of the Leaf Spring Institute, car- 


which includes a total of approxi- | 
mately 500 names. 

“We are endeavoring in this 
letter ‘to sell’ the desirability of | 
hearty co-operation in the com- 
pliance and enforcement of this | 
provision. 

“We will call to the attention 
of the service managers of the 
various car and truck manufac- 
turers the desirability of their 
co-operation in popularizing this 
effort. 

“It is our suggestion that you 
order a color plate from this 
office incorporated in a bulletin, 
to your outlets ‘selling’ the help- 
ful desirability of this provision, 
in our industry.” 








Search For Man Who 


Devised Safety Line 


Kitchener, Ont., Aug. 17. 
—A national search is being 
conducted to find the man 
who first proposed the use 
of a white safety line down 
the center of America’s 
highways. 

The hunt, now being 
sponsored by Canadian 
Goodrich Co., Ltd., was first 
started by the Fresno, Cal., 
Chamber of Commerce and 
officials of this group re- 
cently enlisted the co-opera- 
tion of the rubber company. 
Goodrich sponsored the Sil- 
vertown Safety League 
which now has a member- 
ship of more than 2,000,000 
drivers. 
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Ford Dealers, Managers 
In Big Service Contest 


Detroit, Aug. 17.—Local Ford 
dealers and their employes, par- 
ticularly service managers and 
parts merchandisers, are putting 
forth their best efforts to win 


their share of awards in the 
“Century of Progress Contest” 
now being conducted concur- 


rently by each of the Ford Motor 
Co.’s 32 branches throughout the 
United States. 


The purpose of the contest, 
which began June 15 and will 
conclude Aug. 31, is to bring to a 
maximum of efficiency the serv- 
ice rendered Ford car owners. 
Winners will be determined by a 


point system, which stresses such | 


essentials as maintaining a model 





garage, with up-to-date equip- 
ment and_ skilled mechanics, 
maintaining a minimum, well- 


balanced stock and selling genu- 
ine Ford parts and accessories. 

Among other prizes there are 
for service managers and parts 
merchandisers three-day visits, 
with all expenses paid, to the 
Ford exposition at the World’s 
Fair. 

There are 600 first prizes, so 
that late in September when the 
winners have been determined, 
600 Ford service and parts men 
will descend on Chicago —the 
largest single group of Ford em- 
ployes to visit the Fair. 





rying his message, which tells its | 
own story: 

“A code is as effective as it is 
popular. 

“Let’s make our leaf spring 


supplemental code effective by 
making it popular, and we can 
do this by continually ‘selling’ the 
code and its provisions with their 
helpful effects on the industry 
generally. 

“One of the provisions of the 
code is that ‘used’ or ‘rebuilt’ 
springs must be marked and sold 
as such. 

“We do not have any quarrel 
with the person who sells used 
or rebuilt products, but we do 
have a genuine and definite ob- 
jection to the person or persons 
who take advantage of an unsus- 
pecting and uneducated spring 
buying public, to sell or offer to 
sell used or rebuilt springs with- 
out having properly identified 
them as such. 

“Every spring service station, 
jobber and spring outlet in the 
United States, including the car 
manufacturers and their outlets 
should be made familiar with 
this provision of the leaf spring 
supplemental code. 

“To accomplish this, the writer 
proposes a plan, which with your | 
wholehearted co-operation should 
accomplish a great deal for you 
in furthering the sale of new 
springs in this particular phase | 
of our industry. 

“We have had color plates made | 
showing the markings (in red 





paint) as required by Article | 
XIII, Section 4, of the leaf spring 
supplemental code. 

“We, as the Leaf Spring Insti- | 
tute, are sending out a letter and | 
a colored reproduction of these | 
two springs to every spring serv- | 
ice station whose name has been 
supplied us by you members, 


Use of Crude Rubber 


Down in Past Month 


New York, Aug. 17.—Consump- 
tion of crude rubber by manufac- 
turers in the United States for) 
July was 32,647 long tons, which | 
compares with 40,241 long tons 
for June. July consumption shows | 
a decrease of 18.9 per cent under | 
June and 34.2 per cent below July 
a year ago, according to statistics 
released by the Rubber Manufac- 





turers Assn. Consumption for | 
July (1933) was reported to be}! 
49,614 long tons, 

This organization reports im-| 
ports of crude rubber for July to} 
be 41,530 long tons, a decrease of | 
16.4 per cent under June and 6.2 
per cent below July, 1933. 

This association estimates total | 
domestic stocks of crude rubber | 
on hand July 31, at 364,883 long 
tons, which compares with June | 
30, stocks of 358,149 long tons. | 
July 31 stocks show an increase 
of 1.9 per cent above June 30 
stocks, and 10.8 per cent above 
stocks of July 31, 

It is reported that 45,869 long 
tons of crude rubber afloat for | 
the United States ports on July 
31, compared with 46,698 long 
tons affloat on June 30 this year, | 
and 57,435 long tons affloat on 
July 31, 1933. 


PROTECTS 





THE TIME PAYMENT BUYER 


HEN you buy a car on “time payments” you want a 
finance service that assures you courtesy, consideration 
and adequate insurance protection at the lowest possible 
cost. Such a service is offered to you in the Official Chrysler 
Motors-Commercial Credit Plan of automobile financing. 


But how are you going to know when you are getting low cost 


financing with adequate insurance protection? 


If you will apply the rule in the box at the right, you can 
tell to a penny, how much financing costs you under any plan. 
It is then a simple matter to see which car has the fairest and 


most reasonable financing charges. 


When you buy a car on the Official Chrysler Motors-Com- 
mercial Credit Plan your finance arrangements are backed by 
the experience and resources of the $40,000,000 Commercial 
Credit Company. This Company is one of the pioneers in instal- 
ment financing. It employs more than 1800 trained people and 
has 142 offices and subsidiaries in the United States and Canada. 
It has financed nearly $3,500,000,000 of various receivables. 


Every car bought on our Official Plan is adequately insured 
against the hazards of fire, theft and collision. You receive an 
insurance policy written by one of the largest and soundest 
old line companies—giving you the necessary protection that 


you should have. 


Compare financing charges and you will find that you can fi- 
nance the purchase of a Plymouth, Dodge, De Soto or Chrysler 
car as reasonably as you can any car. Investigate the finance 
company and you will find that none is more secure or more 
considerate of the buyer than Commercial Credit Company. 


We urge you to find out what financing costs before you 
buy any car. Use the rule in the box. It is printed for your 
convenience and in keeping with the Chrysler Motors policy 
of open-and-above-board dealing on this important matter. 


CHRYSLER MOTO 









PAY 


NO MORE 


for financing than the Official Chrysler 


Motors-Commercial Credit Plan calls for. 


Cheek Cost This Way: 

1. Write here the amount your dealer 
asks as down payment (this may in- 
clude trade-in value of an old car). $......cccee 
Write here the total of all monthly 
payments required. 


Cannsenenen 


Add the two figures above. Their 
sum is the total cost of car including 


of the car. 









financing and insurance. 
Write here the cash delivered price 


Subtract amount No. 4 from amount 
No. 3 above. The result is the total cost 
of financing, including insurance*, 


Then—compare this cost with the finance cost 
under the Official Chrysler Motors-Commercial 
Credit Plan, and pay no more for the financing 
of your car purchase. 


*Fire—Theft— Collision. 





PLYMOUTH 


DODGE 
DE SOTO 


CHRYSLER 
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Plan to Sell Gas and Oil 


By E. M. 
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Neighborhood Service Stations Grow in Popularity 
Ford Dealers Adopt New ia 


LUBECK 


Detroit, Aug. 17.—Approximately 400 neighborhood 
service stations, following lines suggested by the Ford 


Motor Co., have been set up 


tion throughout the United States. 
rating in conjunction with the dealerships, cater not only 


to Ford cars, but all other 


operations of a super-service organization. 


by dealers of that organiza- 
These stations, ope- 


makes, and perform all the 


Ford officials are actively fol-@— i i — ——_—_—_—_—__—_- 


lowing though with the idea and 
the 32 Ford branch managers 
under whose supervision the sta- 
tions are being put into effect, 
report not only an increase in the 
Station sales and service activi- 
ties of those already established 
but also that a majority of the 
dealers are preparing to follow 
the example of those already in 
operation. 

These new service stations have 
just been given a name by Ford 
officials. They are known as 
“neighborhood service stations,” 
and are not to be confused with 
the more elaborate types of serv- 
ice and sales stations being in- 
stalled in various sections of the 
country, more particularly in the 
Detroit area. 


New Contacts 

While the neighborhood service 
station is a different phase of 
Ford dealer activity, there are 
many dealers who realize their 
present sales and service estab- 
lishments may not be in full 
keeping with up to date trends 
in merchandising sales and serv- 
ice. Because of its value in creat- 
ing new contacts they are sym- 
pathetic with the new type 
building idea and are preparing 
to follow that trend. 

In the neighborhood service 
station plan, the Ford dealer by 
operating a gasoline and lubri- 
cating oil station with facilities 
for minor repairs through a tie 
up with any gasoline and oil 
company becomes a community 
service station. He is prepared 
to offer to the nearby commun- 
ity the three primary requisites 
for a motor car, gasoline, oil and 
such minor adjustments on Fords 
and other makes of cars as may 
be needed, quickly and efficiently. 
His first step is the selection of a 
convenient and accessible loca- 
tion, which is a neighborhood 
center or which may, according to 
the capacity of the station man- 
ager, be developed into a head- 
quarters for car owners. 


Repeat Business 

It is a merchandizing plan that 
had long been the dream of the 
automobile dealer but which had 
not been carried out. By the plan 
the Ford dealer establishes him- 
self in a big paying repeat busi- 
ness in his own neighborhood. 

Ford dealers, who have adopted 
the plan, bring car service and 
supplies to the car owners’ doors. 
There is plenty of evidence that 
the plan is a success. Increased 
sales of parts and accessories as 
well as sales of oil and gasoline 
are shown in every case. Ap- 
proval of neighborhood owners is 
evidenced by owner satisfaction 
of the conveniences. 

Two dealers with whom the 
writer contacted, say the per- 
centage of cars coming into the 
stations for gasoline, oil, minor 
repairs or adjustments other than 
Ford cars is almost equal to the 
number of Fords. 

One of these dealers said that 
many owners expressed them- 
selves as pleased to have a car 
dealer in their community who 
will show some interest in their 
requirements. 

The question has been raised 
as to whether gas or oil com- 
panies with whom the dealers 
have tied up have any special 
arrangement with the Ford com- 
pany or any of the dealers. In- 
vestigations by the writer show 
there is no arrangement with the 
Ford organization or any of its 








dealers in their individual set-ups. 

The question of which gas and 
oil the Ford neighborhood dealer 
will offer for sale is optional with 
the dealer. One district oil com- 
pany manager, who has been un- 
usually alert in making connec- 
tions of this sort, said he knew 
of no better method of getting the 
products of his company before 
the public than by tying up with 
a Ford dealer and cashing in on 
the neighborhood dealer ideas. 

Equipment in the neighborhood 
stations is not standard. The 
main requisite is that the station 
Shall be the “cleanest in the 
neighborhood.” 


Gasoline Pump 

The number of gasoline dispen- 
sing pumps varies. None of the 
stations has less than two, in 
order to offer two grades of gas- 
Oline. Lubricating oil is sold 
in bulk and in tin containers. 
Grease hoists and such other 
items as wheel aligners and brake 
testers are optional with the 
dealer. 

The outstanding feature is the 
display of an authorized, stand- 
ard sign reading “Quick Service 
on All Makes of Cars.” Selling 
of tires also is suggested and 
being carried out in practically 
all stations. Sale of gasoline and 
oil as well as tires plus the fact 
that the dealers are prepared to 
service any make of car already 
has shown the added profits car 
dealers have been looking for. 

While some of these neighbor- 
hood stations are close to Ford 
salesrooms or within a short dis- 
tance, it has not been found nec- 
cessary to install parts stocks or 
parts sales rooms. This is made 
a feature in the new types of 
buildings. 

In the neighborhood stations 
cars requiring service which can- 
not be handled quickly or which 
may require work other than 
floor service, are sent over to 
the dealer’s regular repair shop. 
In this way two positive owner 
contacts are established, the one 
at the shop being followed up 
by a new or used car salesman 
who is charged with investigat- 
ing possibilities of the sale of a 
new or used car. 

New Selling Plan 

The majority of the dealers 
who are set up as a neighborhood 
service center have adopted a 
unique selling plan. A new Ford 
ear is displayed on one section 
of the platform close to the gas 
pumps. The car is ready for a 
demonstration and opens new 
ear contacts and sales. Some 
dealers are taking advantage of 
the opportunity to display two 
or three reconditioned cars with 
price tags. Several managers 
report sales which might not 
have been made otherwise. 

Of the 32 branches of the Ford 
Motor Co., three are showing 
excellent records in setting up 
the neighborhood stations. Dear- 
born, Mich., which is the Detroit 
area headquarters is tied with 
the Edgewater, N. J., branch 
which is the center for the 
Metropolitan New York section. 
Memphis, Tenn., branch has 
shown the greatest gain in the 
last few weeks. 

Increased neighborhood owner 
satisfaction resulting in increased 
business for the Ford dealer is 
viewed by Ford officials to the 
extent of foreseeing a big in- 
crease in neighborhood stations 
all over the country this fall. 
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race crew stop in Akron, Ohio, enroute to Salt Lake City, where Jenkins will make 


his third assault on world speed records. Jenkins expects to break more than 75 records in his Jenkins 
special 12-cylinder Pierce-Arrow which he designed and created for this run. 








grandaddy of the present day 
automobile. 


As if this is not enough claim 
for recognition for being a 
pioneer, Duryea says he heated 
his 1893 house with an oil fur- 


nace. 


* * 


MEBBE IT LOOKS like going 
round Robin Hood’s barn to 
make the objective, but New 
York State law-makers’ think 
they can promote safe driving 
through educational channels. 
With this end in view, legisla- 
tion has been introduced before 
the special legislative committee 
of the assembly which provides 
for full term courses of instruc- 
tion in the fundamentals of auto- 
mobile operation, motor vehicle 
laws, courtesies of the road and 
automotive nomenclature for the 
high school students of the 
state. It looks as if the idea 
may get across and that it is 
likely this education will start 
in local school. 

* * ok 

WHICH ACTIVITY on _ the 
part of the New Yorkers is only 
indicative of the authorities in 
all parts of the country to cut 
down traffic fatalities. Here in 
the motor capital such a cam- 
paign has been carried on for 


* 


weeks. Speed has been cut 
down to a crawl, the cops are 
handing out tickets for the 
slighest slip and _ everyone’s 


watching his step. But the cam- 
paign is paying out and Mayor 
Couzens, in a statement just is- 
sued, says that only twelve per- 
sons, were killed in motor vehicle 
accidents in Detroit from July 9 
to Aug. 8 as compared with 43 in 
the period from June 9 to July 
8, this year. 

. * * 

IN THE GRIST that is sent to 
this mill weekly there comes to 
the conductor’s attention a most 
unusual story, contributed by 
Hal Olmsted of Packard, so good 
that this writer is passing it 
along just as it came to him. 
In toto it is: 

“If the stipulation in the auto- 
mobile dealers’ code that a dem- 
onstrating car must have traveled 
a minimum of 3,500 miles before 
it can be sold as a used car ap- 
plied to automobiles in the hands 
of individuals there is one car, a 
Packard, which could not be sold 
as a used car for 159 years. 


“This car is owned by a wealthy 
merchant in China. In the two 
years since it was purchased it 
has been run only a total of 43 
miles. That’s less than every car 
is operated for testing before be- 
ing shipped from the Packard 
factory. 

“One of the Packard distribu- 
tors in the Orient, learning of the 
low mileage on the car checked 
up to learn the reason. He found 
that this car has what is prob- 


Sparks », 


(Continued from Page 1) 
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ably the strangest life story of 
any automobile. 


“The Chinese merchant who 
owns this particular Packard re- 
serves it for an annual pilgrim- 
age of 10 miles from his home to 
the temple containing the tombs 
of his ancestors. To pay the 
highest honor to his deceased 
parents he uses the car for no 
other purpose.” 

ok 


* * 


JOHN H. FORDOWNER and 
34,953 others in the same family 
have appeared before notary pub- 
lics here, there and everywhere 
in these United States of America 
and have sworn that their V-8’s 
have carried them 272,815,970 
miles without a penny for re- 
pairs and replacements. 


These figures come out of Dear- 
born following a _ four-question 
questionnaire sent out. And they 
come from users of the ’33 crop 
of V-8’s, so Dearborn feels that 
if these cars had been of the 
present vintage, with its dual 
carburetion, waterline thermo- 
stats and new engine refinements 
that the showing would have 
been even better. Still, factory 
executives are not hollering. 

I’m told that many of those 
who replied to the questionnaire 
told of 20,000, 30,000 and even 
60,000 miles without a sign of 
trouble, that 91.7 per cent re- 
ported complete satisfaction with 
the car and that thousands said 
they never added oil between 
1,000-mile changes. And about 
one out of every four got 18, 19 
and 20 miles to the gallon of gas. 


“__awordin 
edgewise” 


(Continued from Page 4) 


mine. Restored confidence 
sell more automobiles, tires 
accessories than all of the 
pansion plans and we are 
discounting our own faith 
some of these. 

a a ca 

ARE AUTO SECTIONS get- 
ting better? Our face was a lit- 
tle red today when a_ good 
friend—oft as frank a critic — 
said he believed our _ single- 
handed campaign in this little 
column of ADN for better auto- 
mobile sections in the daily and 
Sunday newspapers was having 
some effect. Last Sunday he 
counted from one to three stories 
in every automobile section he 
read which had something to do 
with what John Henry Autow- 
ner is interested in. He was 
amazed, he said, to find such 
traitorous subjects as: “Where 
to go and how to get there.” 
“Avoiding the Sunday traffic 
jams” and “How the new car 
brought an old family together 
again,” with even a picture or 


will 
and 
ex- 
not 
in 


two of interesting places which 
could be reached only by a motor 
car. He thought our eventual 
victory was even forecast as as- 
sured, because last Sunday there 
was less than the usual load of 
July sales statistics and an- 
nouncements of factory personnel 
changes with which to tear down 
the individual resistance of the 
prospective August buyer of a 
new or used automobile. 


* * 


THEN, TOO, A LETTER from 
Mr. Sloan which read: 


“My dear Mr. Slocum:— 
Thanks for * *marked 
copy of your June 23 issue. 
I have looked this over with 
interest. I am certainly in 
sympathy with the _ senti- 
ments expressed in the arti- 
cle, to which reference is 
made. (Signed) 


ALFRED P. SLOAN 
President, General 
Corporation. 


* 


* 


JR., 
Motors 


The article referred to was our 
opening gun pointing out that 
through no specific fault of either 
manufacturer, publisher, auto 
editor or publicity manager an 
insiduous condition had grown 
up over a period of years which 
had almost universally convert- 
ed the powerful old automobile 
sections of the daily press into 
mere ballyhoo which was no 
longer read by the automobile- 
buying public and_ therefore 
hardly worth the wear and tear 
on the Underwoods, much less 
the destruction of miles of vir- 
gin forest to supply the white 
paper on which it was printed. 
* 


* * 


NOW WE DO A PULITZER: 
If only to correct the impression 
that I am trying to force a pet 
idea and to confirm the fact that 
Automotive Daily News is genu- 
inely interested in an improve- 
ment in the automobile sections 
which will more nearly meet the 
needs of the automobile and 
truck owning public; we are go- 
ing to offer a loving cup, suit- 
ably engraved to be awarded to 
the automobile editor or his pub- 
lication which during the com- 
ing year most nearly meets that 
qualification. We are going to 
let three competent judges, whom 
we propose to appoint in the next 
week or so, work out the condi- 
tions. These conditions will be 
mailed to every newspaper auto- 
mobile editor in the United 
States and Canada. May the 
best man and the best page win 
and if the newspaper which wins 
it does not receive the united 
acclaim of manufacturer and 
dealer alike we don’t know our 


industry. 
* 


THE PINK SHEET is taking 
bows on all sides, in fact it has 
been blushing all over at the 
compliments and just to answer 
you two who tossed the scal- 
lions by telling us it is “too 
pink” to read easily—we have 
cut the color one-half as you 
will see next Wednesday.—GMS. 


* * 














Anns 


















Shares Showing 


Big Volume in 
Rising Market 


By C. J. ALEXANDER 


New York, Aug. 17.— Listed 
shares of the automobile compa- 
nies continue to be among the 
most actively traded issues on 
the New York stock exchange, 
but that is not saying much in 
view of the small turnover of 
recent weeks. 

It is somewhat encouraging to 
note, however, that the motors 
now show their greatest volume 
when the market is rising rather 
than when it is decliinng, as was 
the case several weeks ago. 

The price trend still is irregu- 
lar, but the motors this week 
have been fairly successful in 
holding their gains of last week. 
General Motors and Chrysler and 
most of the other automobile 
shares are well above their lows 
of the year. The industry con- 
tinues to impress Wall Street 
with the volume of its business, 
which still is making more fa- 
vorable comparisons with last 
year than most other lines. But 
the buying of motor shares has 
not been sufficient to lift prices 
in the face of the weakness in 
the market as a whole. 

The average price of 24 motor 
stocks in the week ended Aug. 15 
recovered more than the losses 
of the two weeks preceding. 
The tire and rubber shares were 


most buoyant after having been 
the weakest group for some 
time. 


Weekly Price Averages 
The Automotive Daily News 
stock price averages showed the 
following changes for the week 
ended Aug. 15: 


Last This 

Week Week Change 
24 motors 19.61 20,27 + 0.66 
10 car-truck companies 20.53 21.08 + 0.55 
19 parts-accessories 15.67 16.64 + 0.97 
4 tire-rubbers 15.09 16.50 -+- 1.41 


Although the investment trusts 
are believed, for the most part, 
to have reduced their holdings 
of securities issued by automo- 
tive companies, their portfolios 
on June 30 still contained sub- 
stantial blocks of these stocks. 
The Atlas Corp., one of the larger 
of the trusts, made public the 
other day its report for the first 
half year, including the portfo- 
lios of its investing subsidiaries 
as of June 30. The Atlas Corp. 
as a whole had 9.5 per cent of its 
invested funds in the shares of 
automobile and parts and acces- 
sory companies at mid-year, as 
against 12.6 per cent as of Dec. 
31, 1933. 

Holdings Divided 

Here is how the automotive 
holdings were divided among the 
various subsidiaries: 

American, British & Conti- 
nental Corp. — $50,000 of Stude- 
baker Corp. 6 per cent convert- 
ible notes of 1942 maturity; 500 
shares of Goodyear Tire & Rub- 
ber Co. $7 cumulative first pre- 
ferred stock, and the following 
common: 2,000 shares of Bendix 
Aviation Corp.; 2,000 shares of 
Bohn Aluminum & Brass Corp.; 
1,000 shares Borg-Warner; 3,500 
shares of Chrysler; 1,500 shares 
Electric Auto-Lite; 1,500 shares 
General Motors; 4,000 shares of 
Goodyear; 1,000 shares Libbey- 
Owens-Ford Glass Co.; 1,000 
shares of Nash and 1,000 shares 
Timken Roller Bearing Co. 

Blue Ridge Corp.—$383,000 B. 
F. Goodrich convertible 6 per 
cent 1945 debentures; $100,000 of 
the Studebaker notes; 100 shares 
Goodrich 7 per cent cumulative 
lative preferred; 500 shares U. S. 
preferred; 500 shares U.S. Rubber 
8 per cent first preferred, and the 
following common: 8,000 shares 
Bendix; 10,000 Bohn Aluminum 
& Brass; 8,000 Borg-Warner; 10,- 
000 Chrysler; 9,500 Electric Auto- 
Lite; 5,200 Firestone; 7,000 Gen- 
eral Motors; 1,000 General Tire 


| & Rubber; 12,000 Goodyear; 6,000 


Libbey-Owens-Ford; 8,000 Mack 
Trucks; 7,500 Nash; 11,000 Tim- 
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Motors Continue to Hold Favor of NY Exchange 





ken Roller Bearing, 
United States Rubber. 

National Securities Investment 
Co. — $50,000 of the Studebaker 
notes; 1,000 Goodyear preferred; 
1,000 U. S. Rubber preferred, and 
the following common: 2,000 
Bendix; 2,000 Bohn A. & B.; 2,000 
Borg-Warner; 3,500 Chrysler; 
2,500 Auto-Lite; 3,000 General 
Motors; 6,000 Goodyear; 1,000 
Libbey-Owens-Ford; 2,500 Nash 
and 1,000 Timken Roller Bearing. 

Shenandoah Corp.—1i,000 Bohn 
A. & B.; 2,000 Borg-Warner; 
4,600 Chrysler; 2,500 Auto-Lite; 
1,000 Firestone; 3,000 G. M.; 3,000 
Goodyear; 2,000 Mack; 2,000 
Nash, and 1,000 U. S. Rubber, 
common. 

White Truck Dividend 

Sterling Securities Corp.—$50,- 
000 of the Studebaker notes; 1,000 
B. F. Goodrich and 500 U. S. 
Rubber preferred, and the fol- 
lowing common: 5,000 Bendix; 
2,500 Bohn A. & B.; 4,500 Borg- 
Warner; 9,500 Chrysler; 4,000 
Auto-Lite; 4,000 General Motors; 
3,500 Goodyear; 2,500 Libbey- 
Owens-Ford; 3,000 Nash; 3,000 
Timken Roller Bearing and 1,000 
U. S. Rubber. 

The New York Stock Exchange 
has been notified that pursuant 
to an order of the court, a dis- 
tribution of 31 cents a share has 
been paid to holders of record 
on July 23, 1934, of the 30,558 
shares of White Motor Co. capital 
stock held by others than the 
Studebaker Corp. 

Wilcox-Rich Corp. has declared 
a dividend of 62% cents a share 
on its Class A _ stock, payable 
Sept. 30 to stockholders of record 
on Sept. 20. This is the regular 
quarterly payment. 

The Automotive Gear Works 
has declared the regular quar- 
terly dividend of 41% cents a 
share on its cumulative preferred 
stock, payable Sept. 1 to holders 
of record Aug. 20. 

Collins & Aikman Declare 

Collins & Aikman Corp. de- 
clared the regular quarterly of 
1% per cent on its. preferred 
stock, payable Sept. 15 to record 
of Sept. 1. 


and 3,000 


among the motors, 





Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Aug. 17, 3:30 P.M.—With the general market 
still in the doldrums, shares of the motor companies, 
while among the most active issues on the New York 
Stock Exchange today, failed to make any headway, The 
closing saw a mixture of fractional plus and minus signs 








The Goodyear Tire & Rubber 
Co. declared a dividend of $1 on 
the $7 cumulative first preferred 
stock, payable Oct. 1 to stock of 
record Sept. 1. Similar amounts 
were paid in the two preceding 
quarters. 

Raybestos-Manhattan, Inc., de- 
clared a dividend of 25 cents a 
share, payable Sept. 14 to stock 
of record Aug. 31. This declara- 
tion was similar to those made 
in the preceding two quarters. 

The Clark Equipment Co. de- 
clared a dividend of 20 cents a 
share on its common stock, pay- 
able Sept. 14 to stockholders of 
record Aug. 31. Similar pay- 
ments were made in the two 
preceding quarters. 

Packard Position Strong 

Maintenance of a _ continued 
strong financial position by the 
Packard Motor Car Co. despite 
heavy expenditures on the de- 
velopment of new models and 
plant rearrangement is reflected 
in the balance sheet made pub- 
lic this week. The company re- 
ported current assets on June 30 
of $21,037,178, including $14,636,- 
964 in cash and government and 
other marketable securities, as 
against current liabilities of $2,- 
269,863. A year ago, Packard’s 
current assets totaled $19,764,934, 
of which $14,500,555 was in cash 
and government and other mar- 
ketable securities, while current 
assets totaled $2,458,605. 





The registration provisions of 
the new law regulating the stock 
exchange imposes new burdens 
on corporations, but the Good- 
year Tire & Rubber Co. “feels 
obliged to register the company’s 
securities on this act, in order to 
assure shareholders continuance 
of a market on the stock ex- 
changes, but trusts that the gov- 
ernment will in due course 
amend the act, particularly in 
respect to retirement from regis- 
tration,” P. W. Litchfield, presi- 


dent of Goodyear, informed 
stockholders this week in a 
letter. 


Aluminum Industries 
Has Profit of $67,728 


Cincinnati, O., Aug. 17.—Alum- 
inum Industries, Inc., earned 
$67,728.37 during the first six 
months of 1934, equal to 68 cents 
a share, compared with $62,291.48, 
or 62 cents a share during the 
same period last year. Current 
assets are $1,163,521.79 against 
total liabilities of $459,807.24. 


Surplus account from earnings 
was increased to $260,969.01 bring- 
ing book value of stock to $18.40 
a share. Outlook for last half 
of year declared satisfactory, 
based on orders in hand and 
prospects for normal Fall upturn 
in automotive and allied indus- 
tries. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, AUGUST 17, 1934 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


High 
1934 


Low 


1934 NEW YORK 


Allis Chalmers Mfg. 
American C. & F 
American La Fr. 


23% 


3374 


American Woolen 
Auburn Auto (2) 
Bendix Aviation 
Bohn 
Borg-Warner 
Briggs Mfg. 
Budd Mfg. Co., 
Budd Wheel Co. 
Chrysler 

Collins & Aikman 
Commercial Credit 
Credit A 
Commercial Inv. T. 


Com. 


Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Evans Products 
Firestone T. & R 
Elec. 


General Spec. 


General Motors 
Glidden 
Goodrich, B. 
Goodyear T. & R 


Graham-Paige 


Hayes Body Corp. 


Houdaille-Hershey 
Hudson Motor 
Hupp Motor 

Inter. Harvester 
Johns- Manville 
Kelly-Spring. Tire 
Lee Rubber & Tire 


(60c)... 


Low 
1934 


Last Sale 
Aug. 17 Aug. 10 


High 
1934 


437% 
19% 
413% 
21% 
44% 
16% 
1154 
32% 


Nash 


Libbey-Owens-Ford Glass ... 28 


Last Sale 
Aug. 17 Aug. 10 


27% 


Ludlum Steel 
Mack Trucks (1) 
Midland Steel 
Motor Products 
Motor Wheel 
Murray Corp. 


Pierce-Arrow 
Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Sparks-Withington 


Stewart-Warner 
Studebaker 


Thompson 


Products 


Timken Roller Bear, 


Union Car. 
yy, & 
D,. o, 


& Carb. (1) 
Industrial Alcohol 
Rubber 


Westinghouse E. 


Yellow 


Truck 


Young Spring & Wire 


Asbestos 
Bastian 
Bendix 


CHICAGO 
Mfg. 
Blessing 
Aviation 


Borg-Warner 
Houdaille-Hershey A 
Houdaille-Hershey B 
Modine Mfg. 

Perfect Circle 

Pines Winterfront 


DETROIT 


Bower Roller Bearing 
Ex-Cell-O Aircraft & Tool... 
ee Pere rer er 
Parker Rust Proof 

Timken- Detroit 

Warner Aircraft Corp. ...... 
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Corn-Hog Bonus 
To Farmers Now 


At $24,232,300 


Washington, Aug. 17.—Approx- 
imately $24,232,000, or about one- 
fifth of the total of first corn- 
hog adjustment payments due 
contract signers now has been 
paid out, the Agricultural Ad- 
justment Administration an- 
nounced today. The daily rate 
of disbursements henceforth is 
expected to average more than 
one million dollars per day. A 
total of 27,065 checks amounting 
to $2,275,928.05 were written 
Tuesday, August 7. 


The corn-hog payments by 
states through August 6 are: 

Alabama, $128,340.80; Arizona, 
$17,168.00; Arkansas, $77,036.30; 
California, $184,426.95; Colorado, 
$31,650.00; Illinois, $78,957.37; 
Indiana, $1,675,629.90; Iowa, 
$6,345,139.03; Kansas, $717,316.15; 
Maryland, $19,174; Michigan, 


$680; Minnesota, $2,452,538.80; 
Missouri,  $3,495,166.20; Mon- 
tana, $6,788.30; Nebraska, $2,104,- 
844.80; Nevada, $22,313.05; New 
Hampshire, $1,468; New Mexico, 
$2,563.75; North Dakota, $75; 
Ohio, $2,842,544.40; South Caro- 
lina, $152.50; South Dakota, $508,- 
033.40; Tennessee, $13,761; Texas, 
$6,565.55; Utah, $23,991.15; Vir- 
ginia, $208,024.15; Washington, 
$145,727.05; West Virginia, $31,- 
560.45; and Wisconsin, $674,709.20. 


New Control at 
Alma Company 


Detroit, Aug. 17.—American 
National Industries, Inc., has ac- 
quired a controlling interest in 
the stock of the Alma Mfg. Co., 
it was announced today by Wil- 
liam W. Schenck, of Detroit, 
president of American National. 
This is the first of a proposed 
series of acquisitions by the De- 
troit holding company in Michi- 
gan, Ohio, Illinois and New 
York. 

The Alma company recently 
retooled its Alma, Michigan 
plant, for increased production 
of its four-wheel-drive truck 
units. It is headed by Frank W. 
Ruggles, veteran truck manufac- 
turer and former president of 
Republic Truck Co. 

Other recently elected officers 
of American National include 
Herman D. Farris, secretary- 
treasurer; F. L. Armstrong, vice- 
president and general manager; 
Willis S. Wyatt, vice president 
and comptroller, and W. O. 
Campbell, vice-president in 
charge of investigations. 


Motor Wheel Reports 
$339,729 Quarterly Net 
Lansing, Mich., Aug. 17.—Re- 

port of the Motor Wheel Corp. 

covering a six months’ period 
ending June 30 shows the cor- 
poration has made a net profit of 

72 cents after all deductions on 

850,000 shares. Second-quarter 

earnings, after deductions, 

amounted to $339,729, or 40 cents 

a share. Net profits for the pre- 

ceding quarter were $269,172.32. 
Net for the six months was 

$608,901. The six months’ period 
of 1933, ending June 30, produced 
around $450,000 net profit. The 
corporation has current assets 
totaling $4,119,239 for the first 
half of the year, with current 
liabilities totaling $1,379,329. Cur- 
rent liabilities for the first six 
months of 1933 were $828,950 with 
current assets of $2,827,972. 


Company Will Move 

Bluefield, W. Va., Aug. 17.—The 
National Armature & Electric 
Works is preparing to remove its 
business and equipment to Colum- 
bus, O., where a modern industrial 
plamt has been acquired to permit 
expansion of its facilities. Opera- 
tions will be started in Columbus 
late in September. 








This forecasts an 


NNOUNCEMENT OF THE 
FINEST BRAKING SYSTEMS 









the industry has ever seen! 





SS. you want to sell more 
cars—that’s why you’re in business. 
Let’s suppose the cars you are selling 
in 1935 were to have a braking system 
better in every way than any previous 
stopping equipment. Let’s assume these 
brakes were to be very much smoother 
... very much easier to operate... very 
much simpler ... very much better 
balanced. Think of these brakes as 
inherently equalized, requiring the 
minimum of adjustment, and that very, 
very rarely. Consider them as promot- 
ing astonishingly long lining wear. 


Wouldn’t such brakes help you sell 
more motor cars—especially if they 
were the safest of all brakes? Wouldn’t 
every customer you know of welcome 


such brakes— particularly your women 
customers? Surely they would! 


There is such braking—ready—fully 
perfected—fully proved and approved 
by the foremost brake specialists in 
the world. 

Bendix has this finer braking, avail- 
able to all car manufacturers for 1935. 
It embodies a new Bendix Mechanical 
Brake, which has undergone the most 
exhaustive performance tests the in- 
dustry’s proving-ground staffs could 
devise, as well as the improved Bendix 
Equal Action Mechanical Brake which 
has proved so popular. 

It is quite possible that your factory 
is seriously considering this new Bendix 
achievement. A word to your factory, 
from you, telling how important you 
consider brakes, might well serve to 
get these greatest brakes in history for 
your cars of 1935. 


BENDIX PRODUCTS CORPORATION 
401 Bendix Drive South Bend, Indiana 
(Subsidiary of Bendix Aviation Corporation) 


New braking systems by 


BENDIX 


The World’s largest brake manufacturer 





